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Record for 1943 


The Officers and Directors of the Beneficial Life Insurance Company present the THIRTY-NINTH 
ANNUAL REPORT and acknowledge the splendid performance, ability and loyalty of field men and 
employees. 

The Company’s operations during 1943 have been conservative and profitable and we face the future 
with confidence. 


$21,334,197.56 


The Company has assets of 


$ 1,510,036.11 


Cash in Office and Banks (7.07%) 
11,590,835.94 


Total Bonds (54.32%) 
(Including U. S. Government (28.95% ) 
Stocks (1.12%) 
First Mortgage Loans and Contracts (23.00%) 
Real Estate (1:00%) 
Loans to Policyholders (10.20%) 
Interest accrued to December 31, 1943 (.56%) 
Current Net Premiums and all other items (2.73%) . 


4,907,460.11 
206,985.00 
2,176,444.21 
119,629.53 
582,860.99 


It has liabilities of $18,583,042.62 


17,154,457.86 
304,077.00 
720,160.59 


Legal and other reserves 

Dividends and coupons payable during 1944 
Dividends and coupons left at interest 

Death claims due and unpaid 

Claims for which proofs are not complete 

Federal and State taxes payable in 1944 (Estimated) 
Premiums and interest paid in advance 

Accrued commission and current accounts 


The excess of assets over liabilities amounts to $ 2,751,154.94 


PROGRESS OF THE COMPANY 





Total Admitted Capital & New Business Outstanding 


Income Assets Surplus Funds Written 


Insuranee 





33,234 
600,691 
1,567,923 
2,275,993 
3,000,026 
3,609,170 
4,159,033 








112,314 
1,465,440 
6,329,020 

11,630,953 
15,984,965 
19,043,035 
21,334,198 














Heber J. Grant, President 


101,042 
305,213 
751,048 
1,550,000 
2,040,413 
2,501,409 
2,751,155 


754,500 
5,255,097 
8,474,844 

10,648,572 
12,151,192 
19,618,646 
19,172,414 


752,500 
16,577,044 
37,023,591 
56,876,273 
82,517,324 

102,317,873 
114,470,582 
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My conscience 


wears an old felt hat 


AYBE it’s stretching things a little to call Ed 
my conscience, but it’s the best way I know 
to describe him. 
You know how it is with a conscience. 
There have been plenty of times in the last 15 
years, when I’ve hated to see Ed hang up his old 
felt hat and sit down to talk with me. 


I’ve cussed him out, and argued with him, and 
stalled him off for months at a time. 


But I’ve listened to him, too, and I’m mighty 
glad I did. 

Take the time Ed wheedled me into giving him 
five minutes one day when I said I was too busy 
to see him. 

Because of that five minutes, I didn’t have to 
worry about where the money was coming from 
to pay the bills when I fell down the cellar 


stairs last winter and broke a leg and two ribs. 


And, to go back a little farther, there was the 
first day we had lunch. That was just after I was 
married. I wanted to rave about Clara, and Ed 
wanted to talk business. 


Luckily for me, Ed won. Because he did talk 
business and finally made me listen, Clara will be 
able to keep our home and give the kids a good 
education, no matter what happens to me. 


Who is Ed? Why, he’s The Travelers Agent in 
my town, and he sells me insurance. Being an- 
other man’s conscience is his business. Speaking 
for myself, I want to say he knows his job. 


Morat: Insure in The Travelers. All forms of 
insurance. The Travelers Insurance Company, 
The Travelers Indemnity Company, The Trav- 
elers Fire Insurance Company, Hartford, Conn. 


Ed is not a mythical character. He is of that legion of friendly insur- 
ance men throughout the country who enable families and individuals 
to make their future dreams come true. 
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N.A.L.U. Committees 
Present Reports 
at Mid-Year Rally 


Federal Law and Legisla- 
tion Committee Seeks 5°/, 
Rule Liberalization 


BUFFALO—Life insurance will be 
included in the courses offered by the 
U. S. Armed Forces Institute and the 
War Department has accepted the of- 
fer of the life insurance business to co- 
operate in the preparation of suitable 
material for three different types of 
courses, Clifford H. Orr, National Life 
of Vermont, Philadelphia, chairman of 
the committee on education, announced 
at the National Association of Life Un- 
derwriters mid-year meeting here. The 
final draft of the first course has been 
completed and is being submitted to au- 
thorities in Washington. The Life 
Agency Officers Association and the 
Sales Research Bureau have been co- 
operating with the National association 
in the project. ; 

Promotion of training courses by lo- 
cal associations has been curtailed due 
to transportation limitations, Mr. Orr 
reported. Progress in the development 
of college short courses in life insur- 
ance has been hampered by the concen- 
tration on the training of service men. 
Closer cooperation with Chartered Life 
Underwriter groups has resulted in in- 
creased educational work. 


Witherspoon on 5% Rule 


The hope that regulations will be 
modified so as to include endowment 
and annuity contracts in the definition 
of insurance under the 5% wage stabili- 
zation act rulings was expressed by John 
A. Witherspoon, John Hancock Mutual, 
Nashville, chairman federal law and 
legislation committee. Conferences have 
been held with officials in Washington 
at which attention has been called to 
obvious discrimination against employ- 
ers and employes of companies, espe- 
cially small enterprises, who have not 
considered themselves in a position to 
qualify exempt plans under the 5% rule. 

Action on the Bridges bill has been 
held up awaiting the most favorable 
time to push the measure. Extensive 
publicity has created sentiment in favor 
of the measure which allows tax allow- 
ances for life insurance premiums and 
it is anticipated the bill will have sub- 
stantial support when Congressional 
committee hearings are held. 

Although the credit for life insurance 
premiums has been eliminated in regard 
to the victory tax with the reduction of 
the tax from 5 to 3%, Mr. Witherspoon 
said that the committee is aware ot the 
importance of keeping alive the prin- 
ciple involved. 

Although the association favors social 
security on a_ subsistence level, Mr. 
Witherspoon said his committee believes 
that the Wagner-Murray-Dingell 
goes far beyond that point, that “it is 
not in the best interests of the people of 
our country, that it undertakes to do a 
great many things that can better be 
done by private and voluntary means, 
that it would unduly enhance the power 
of the central government, and that its 
— 1s neither socially or economi- 
cally advisable. We believe that in the 
long run it would aggravate rather than 
alleviate most of the social and eco- 
nomic ills it proposes to cure.” 

(CONTINUED ON LAST PAGE) 
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N. Y. Legislature 
Adjourns; Insurance 
Bills Reviewed 


ALBANY—With the adjournment of 
the New York legislature early Sun- 
day morning, all hope for the enactment 
of laws permitting the Guertin plan of 
reserve valuation and _ non-forfeiture 
benefits vanished for this year. The 
legislature meets every year, however, 
so its advocates will have a chance to 
get it considered next year. 

No bill was introduced. Superintend- 
ent Dineen, comparatively new in office, 
wanted time to study the proposal but 
the bulk of his time was taken up with 
more urgent matters, mainly fire insur- 
ance rate reductions, the boiler and ma- 
chinery rate war, and efforts to get a 
new type of compensation insurance rat- 
ing adopted. 

Bills of insurance interest awaiting ac- 
tion by Governor Dewey includes one 
which would permit a parent to obtain 
insurance other than industrial on the 
life of a child from 4% to 9% years of 
age for amounts not in excess of $7,500 
or, if less, one-third of the amount of 
insurance carried by the parent. The 
present law already permits such insur- 
ance on children from ages 9% to 14% 
years old if not in excess of one-half of 


-the amount of insurance on, the parent. 


Extends Group Time Limit 


Another measure before the governor 
would permit issuance of group insur- 
ance where a debtor creditor relationship 
exists where installments are repayable 
over a period of not more than 20 years. 
The present limit is 10 years. This 
would make it possible to insure the 
lives of mortgage borrowers under long 
term self-amortizing mortgages. 

Other measures would 

Permit companies and fraternal so- 
cieties to exceed in their investments 
the present limitation of 10% of the 
total issued and outstanding preferred 
stocks of any one institution, provided 
that by some sort of sinking fund pro- 
vision the stocks would be retired within 
40 years or less. 

Extend the abandoned property law to 
unclaimed funds on New York business 
of out-of-state companies as well as the 
domestic companies which are already 
under the law. 

Make the secretary of state of New 
York the legal agent for processes served 
on out of state companies. 

Give assignees who have requested no- 
tification 10 days grace after notice of 
default in a premium payment or policy 
loan installment. 

Extend the life of the mortgage loan 
moratorium another year but raising the 
amortization requirement from 1% to 
2% a year. 

Authorize the return to companies 
contributing to the life insurance guar- 
anty fund on a prorata basis of earnings 
in excess of the $1,500,000 contributed 
to it. The federal government has re- 
fused to exempt the corporation for 
federal income tax purposes, not with- 
standing its public nature, and authoriza- 
tion of the return of earnings may elimi- 
nate the federal income tax liability al- 
though there is a possibility that the 


returned funds may be taxed in the 
hand of the companies, the same as 
other investments. 
Bills Failing to Pass 

Among the. bills which failed were 


measures which would have: 

Permitted the insuring, within speci- 
fied limits, of dependents of employes 
insured under group life insurance. 

Set up a system of compulsory state 
health insurance. 

Raised the monthly ordinary renewal 
commission scale from 5% to 6%%. 

Denied a beneficiary the right to pro 


Three Days of 
Full Activity 
at Buffalo 


At the Buffalo sales congress Satur- 
day, H. Wainwright Swain, president of 
the Buffalo Association of Life Under- 
writers, will preside in the morning and 
Tower C. Snow, general chairman of 
the Buffalo committee for the N.A.L.U. 
mid-year meeting, will preside in the 
afternoon. 

The national council is holding its 
session Friday and this is expected to 
be one of the largest and most spirited 
meetings that it has held. The trustees 
went into session Thursday and they 
will also have a meeting Saturday. 

The Buffalo Life Underwriters will 
hold a reception Friday evening at Ho- 
tel Stater in honor of the officers, trus- 
— and members of the national coun- 
cil. 

W. Merle Smith, chairman of the re- 
ception committee will be assisted by 
Sidney Wertimer, national trustee of 
Buffalo, Mr. Swain, Mr. Snow, Claude 
C. Jones, national committeeman of 
Buffalo, Arthur L. Beck, president Buf- 
falo Life Managers, Clay W. Hamlin, 
general agent of Mutual Benefit. 

Staff Sgt. Don Barnes of the army 
air force in New York who in private 
life is associate editor and director of 
research for the N.A.L.U., is attending 
the Buffalo meeting this week as guest 
of his civilian employers. Sgt. Barnes 
got time off for this purpose. 

The general agents and managers sec- 
tion held forth Thursday and the com- 
mittee on agency practices, of which 
P. B. Rice of Harrisburg, Pa., is chair- 
man, held a luncheon meeting that day. 
Then Thursday evening there was to 
have been held a round table discussion 
for state war bond chairmen and others 
interested in the war bond sales efforts. 


Recruiting Discussed 


The first step in recruiting is “to see 
that we are new organization conscious, 
not worrying about it, but thinking new 


organization all the time,’ Paul 
French, Kansas City agency director 
New York Life, pointed out. The sec- 


ond step commences with high morale. 
“Defense plants have helped us in 
morale building by taking our marginal 
men. In 1943 we had 43 agents on our 
list, less than at any time in the past 20 
years, but these men averaged $146,000 
paid. So naturally the morale in our 
office is very high.” 

The next step is a “thorough realiza- 
tion that we have the greatest opportu- 
nity for new men today that we have 
ever had. More money in circulation, 
fewer things to buy, and today’s insur- 
ance plans are without question, twice 
as good a buy as they were 10 years 
ago.” 

Mr. French suggested that managers 
adopt the same success plan used by 
ambitious agents in recruiting work: 

1. Sufficient exposure — How many 
times each week are we exposed to re- 
cruits? 

(CONTINUED ON PAGE 14) 








ceed against an estate in cases where a 
life insurance policy has been assigned. 

Prohibited misleading advertising. 

Denied tax and other concessions to 
slum clearance projects which discrimi- 
nated in the matter of race, creed, or 
color in the leasing of apartments. 

Forced life companies to pay counsel 
fees for “unreasonably” opposing suits 
by beneficiaries to obtain life insurance 
proceeds. 

Changed the present requirement as to 
notice of premium due and provided for 
written notice to policyholders that pol- 
icies had lapsed or terminated except in 
cases where no cash or other non-for- 
feiture benefits were available. 


Life Insurance 


in Force Passes 
150 Billion Mark 


Over 10 Billion Gain 
in 1943—Ordinary Nears 
100 Billion 


Life insurance in force on Dec. 31, 
1943, totaled $150,097,825,045. Of the 
$10,367,302,077 gain in insurance in 
force in 1943, ordinary accounted for 
41% or $4,283,637,933. The group 
total was stepped up by $3,122,729,383 
for 30% of the gain while a gain of $2,- 
960,933,761 was made in industrial in 
force. 

In force totals for 1943 and 1942 fol- 
low: 


943 1942 
Ordinary ..... $ = 359.7 775,087 $ 95,076,137,154 
Industrial ..... 799,766,244 23,838,832,483 
GRO ccc cccce 23,938,283,714 20,816,554,331 
Total ....c- 150,097,825,045 139,730,523,968 


In the billion dollar or over group of 
companies, John Hancock Mutual ad- 
vanced ahead of Travelers to fifth place, 
while National Life & Accident moved 
into 20th place, at the same time enter- 
ing the billion dollar class along with 
American National. 


Move Up in Standings 


Occidental Life of California moved 
up from 27th to 24th; Phoenix Mutual, 
28th to 27th; Manufacturers Life, 31st 
to 30th; Northwestern National, 40th to 
39th; Confederation Life, 43rd to 4ist; 
Acacia Mutual, 44th to 42nd. 

Twenty- -three companies in the 100 to 
500 million class moved up into higher 
ranks. U. S. Life; Gulf Life, Fla.; and 
Knights Life registered gains of 10, 9 
and 6 places respectively. Other changes 
upward were made by Life & Casualty, 
Shenandoah Life, Washington National, 
United Benefit, Ohic National Life, Sav- 
ings Bank, Mass.; Peoples Life, D. C.; 
Pan-American Life, Country Life; Lib- 
erty Life, S. C.; Home Beneficial, In- 
dustrial L. & H.; Baltimore Life; Ohio 
State; Liberty National; Continental 
Life, D. C.; State Farm Life; Beneficial 


Life; Durham Life and Eureka-Mary- 
land. 
Total of 373 Companies 

This tabulation prepared by the 


Unique Manual-Digest, a National Un- 
derwriter publication, is an adding ma- 
chine total of reports from 373 compa- 
nies. In a few instances, 1943 figures 
were not available from smaller compa- 
nies, 1942 totals were used, thus affect- 
ing the respective company’s rank in 
the tabulation starting on Page 2. 





Par for U. S. Securities 


WASHINGTON — Insurance com- 
panies, banks and trust companies 
would be authorized to carry obligations 
of the United States at their par value 
whenever the market value is less than 
par, by a bill offered by Senator 
Thomas, Oklahoma. 





American Life Convention 
Annual Meeting 


The annual meeting of the 
American Life Convention will be 
held at the Edgewater Beach Ho- 
tel, Chicago, Oct. 2-5. The Legal 
Section will be the curtain raiser 
as it starts its sessions the morn- 
ing of the first day. 
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Ranking of Life Companies in Force 
Jan. 1, 1944 Standings Compiled by Unique Manual Digest 


Figures in right hand column include indus- 
rial and group if written. 


~. Rank 
1944 1043 
1 1 Metropolitan ......... 
Ind, .$8,684,764,531 
Grp. ... 6,210,968,732 
2 2 Prudential .........+. 
Ind. ... 7,917,154,860 
Grp. ... 2,153,231,607 
3 838 Equitable, N. Y....... 
GD. .o-» 3,396,565, 953 
4 4 New York Life........ 
5 6 John Hancock ........ 
Ind. ... 2,059,606,857 
Grp. 1,114,758,137 
6 6 Travelers ......... 
Grp. - 3,313,514, 447 
if FT ROMA cvcicvccescsveves 
Grp. 3,808,246,867 
8 8 N. W. Mutual....... ° 
9 > Matenal, N. Zicssccces 
10 10 Sun, Canada ......... 
Cy ae 595,980,580 
11 il Mutual “Benefit rrr ie 
12 12 Mass Mutual ......... 
13 13 Penn Mutual ........ 
14 14 New England Mutual. 
15 15 Conn. General ........ 
Grp. ... 727,839,903 
16 16 Lincoln National ..... 
Grp. se» 33,857,085 
17 17 Western & Southern.. 
Ind. 794,890,824 
Cs ae 8,313,001 
18 18 Conn. Mutual ....... ‘ 
19 19 Union Central ....... ° 
2 2 National L. & A...... 
Ind. 725,199,866 
Grp. 12,863,500 
21 21 American National ... 
Ind. ... 817,999,818 
GED. 20 1,488,500 
22 20 Provident Mutual .... 
23 238 London Life  «.0s 000% 
Ind. 316,903,404 
Grp. 58,413,278 
24 27 Occidental, Calif. .. 
Grp. cs. B78, 192,971 
25 26 Bankers, Iowa ....... 
GED, »s 27,097,787 
26 24 Canada Life ......202+. 
te 123,439,865 
27 28 Phoenix Mutual ...... 
28 26 General American ... 
Grp. ... 425,496, 409 
29 2 Great- w est, Canada - 
Grp. . 24,653 
30 31 Manufacturers | eT re 
GED. sas 11,286,992 
Si 20 Tle Oh Vas cs vcceseses 
ind, .« 421, 408,364 
Grp. . 6,709,019 
32 32 Mutual, ‘linen eines 
Grp. 31,686,166 
33 33 Equitable, Iowa ...... 
34 34 State Mutual, Mass.... 
35 35 National Life, Vt..... 
3 36 Pacific Mutual ....... 
BED: 2.0 1,051,256 
oy BT “Reianes, Pa. ..004004.5 
38 38 Guardian, N. Y....... 
Ind. 23,305 
Grp. 2,556,844 
39 40 Northwestern Natl. 
rp. 114,439, 068 
40 30 Kanens City 2.000. 
Grp. 1,953,122 
41 44 Acacia “Mutual Sistas wis 
Grp... 94,117 
42 43 Confederation rere 
GED. 25+ 48,552,143 
43 42 Jefferson Standard.... 
44 41 Home, Ny. Fiocccwnewicss 
45 45 Southwestern, Texas. 
Grp. 35,148,327 
46 46 Continental Assur., IIl. 
Gr ° 226,033,367 
47 47 Monumental, Md. . 
Ind. ... 284,535, 343 
48 49 Life & Casualty...... 
ot a 298,940,435 
a a 1,222,000 
49 48 Fidelity Mutual ...... 
50 50 Imperial, Canada 
Grp. ss 9, 211,220 
5 52 Crown, Canada ....... 
52 61 American United ..... 
Grp. . 2,221,678 
53 64 Shenandoah BHEO: Sees 
Grp. 191,518,766 
54 53 Great Southern, Texas. 
SED. 26% 11,814,100 
55 657 Washington National... 
Ind. 117,857,746 
er 13,930,235 
56 56 Minn. Mutual ......... 
Grp. ... 50,574,219 
57 58 North American, Can 
CED, sss 4,929,997 
58 59 United Benefit ........ 
9 55 Calif-Western States.. 
Grp. . 22,498,134 
60 60 Franklin Life ........ 
Grp. 2,537,600 
61 62 Ohio National as esas 
Ind. 60,039 
ee 631,500 
62 63 Sav. Bank of Mass.... 
Grp. 20,460,950 
BS Oe. BRORORITG: ccc ncscass 
64 66 Peoples, D. C........ 
Ind. 188,291, 373 
65 64 Dominion, Canada .. 
y SED, o2» 8,358, 881 
66 65 Mutual Trust ......... 


I 


Total 
nsurance 


in Force 


21, 


8 


= 


$29,180,396,994 


579,241,819 


»445,578,586 


7,340,581,744 
6, 


438,540,577 


6,287,149,509 


5, 


2 
9 
1, 
1, 


1, 


867,882,586 


,205,359,131 
2,118,031,459 
2,082,199,121 


778,435,557 
683,151,440 


425,552 


,400 


1,276,865,648 


887,678,925 
861,857,082 
852,603,814 


751,579,600 
749,893,236 


705,190,786 
695,314,712 
689,753,899 


680,026,298 
658,929,697 
653,488,472 
641,482,966 
622,659,773 


502,533,041 
496,860,425 
450,008,866 

443,429,979 
426,279,054 
412,340,746 
404,927, 737 

320,032,009 


308,167,796 
299,053,307 
292,228,919 
288,358,560 


288,190,365 


247,505,903 
244,041,812 


239,895,570 


238,109,422 
232,278,488 


228,107,063 
21,080,22 





Commonwealth ....... 
os 729,032 
Ind. ... 108,352,153 

Gulf, Florida. ...00:5.0: 
Ind. ... 131,318,209 
os ee 5,435,450 

Pan-American ....... 
Grp, .. 7,275,350 

Country Life a ieteceieisie ts 
CC ee 1,032,500 

Prov. “Life & ACC. <ass 
Grp. ... 129,950,929 

Indust. L. & H....... 

Liberty, 8S. C..ccccccee 
Ind, 125,692,741 
Grp. .. 5,466,579 

Columbian cos Se 
Ind. 23,778 
Grp. . 10,862,031 

Southland, Texas 
Grp. 6,842,918 


N. A. heaueuniiebe. 

Central Life, Iowa... 
State, Indiana 
Home Beneficial 





Ind. - 148,666,950 
Bun Tile; BLS cs :0sis:0:0:<;0 
tT Ae 121, 446,656 
Pilot Life, N. C....... 
Ind, 67,861,196 
Business Men's . 
Grp. .. 13, 930, 807 
Protective Life ....... 
Grp. 89,854,333 
Equitable, D. Crsceces 
Ind. 104,528,941 
Grp. 469,500 


Guarantee Mutual 
Columbus Mutual 
Home Life, Pa. 
Ind. 88,456,079 
Grp. 1,313,000 
Continental American. 
cry ae 81 ,000 
Beets, BOs. véxvcess 
Ind. . 
Colonial 
Ind. 
is Or 
Excelsior, 


Canada 


Rank 
1944 1943 
67 67 
68 77 
69 71 
70 73 
71 69 
72 87 
73 74 
74 68 
75 70 
76 76 
77° «75 
78 72 
79 83 
80 78 
81 79 
82 81 
83 80 
84 82 
85 85 
86 84 
87 88 
88 86 
89 95 
90 89 
91 91 
92 90 


Aeinetic: VO. 2%%62ss« 
Grp. ».< 
Bankers, Neb. 
Midland Mutual 
Baltimore Life 
ROG, s.0 99,754,306 
West Coast Life...... 

Indianapolis Life 

ODIO RIBte 6c45055500% 
er - gaaaead 

Liberty Natl., 
ee 72 113, 93 


Northern, W mig 5 eee 
Grp. 14,001,136 
Pinte. DOM: isscccosss 
Grp. 773,394 
Continental, D. C....%. 
Ind. 99,039,984 
Boston Mutual ...... 


POG, isos 79,262,660 


Manhattan Life ..... 
es ee o* 
Se! eer 1,078,000 
Security Mutual, N. Y. 
Durham: TiC <is.s 0:50: 
Ind. 87,879,260 
Illinois ‘Bankers ures 
Ind, 58,000 
Union Mutual, Me.... 
Volunteer State ...... 
Grp. 596,772 
Eureka- “Maryland ee 
Ind, 38,190,347 
Grp. . 9,260,577 
vee States ZATO:. «0 
Grp. . 16,514,745 
AMiance;, TH o..0csen0s 
GTP. 2+» 3,652,350 
Amicable ath bins ach Ale pia 
Grp. . 161,200 
Lutheran Mutual oe 
cl Se a | | eee 
Ind. 5,125 
Grp. 11,654,036 
Carotine: Tile ..005<.05 06 
Ind. 83,277,492 


Interstate L. & A.... 
Ind, 
Grp. . 

Bankers’ National 


Dollar Mo. 
Plan.. 6,515,151 
Grp. 205,400 
Prt nins Me Mutual .. 
Grp, .... 468, 000 
Old Line, WAR 6 oaeans 
Atlanta Life, Ga..... 
i 75,914,000 
Security Life & Tr. 
Grp. ... 3,302,800 
Texas Prudential .. 
Ind. 50,935, 429 
BGA WAAT TsilS: oss wee ss 
Central, TU. c:c5 0k iiss 
Ind, 8,940,048 
Union LMR ....6cc00s 
GED; << 71,496,377 
Farm Bureau ....... 
Co 3,807,421 
Monarch, Canada 


Ind. ... 64,546,181 
North Amer., . 


GED. .o0s 
Oregon Mutual 


Total 
Insurance 
in Force 


219,012,634 


216,913,569 


201,737,805 


196,716,848 
192,269,300 
187,455,899 
186,050,336 
183,461,096 


181,845,096 


174,020,838 
168,104,921 
164,515,912 
161,137,360 
155,407,939 
154,547,985 
148,454,300 
147,695,623 


142,632,126 
140,360,116 
136,840,938 
135,470,720 
133,094,965 
125,284,072 


116,007,854 
114,470,582 


113,102,301 
112,120,181 


111,195,868 


109,678,704 
108,919,451 


101,353,754 


101,173,222 
99,631,047 
99,257,744 
95,919,73 

95,268,464 
95,215,295 


94,075,190 


86,389,181 
85,920,720 


84,973,410 
80,988,042 
79,752,618 
78,988,27 

78,489,979 





Rank 


1944 1943 


132 139 


133 143 


134 121 


135 


North Carolina Mut... 
Ind. 46,752,619 
Grp. ‘é 1,251,907 

Southern Utes Wi: aks acektp. 
ind... 62,392,796 

Cuna Mutual, Wis. : 
Grp. ... 73,766,108 

National, Canada oe. 
Grp. .. 2,904,072 

Montreal, Canada .... 

Wentern Bile. 4 eis 206 0 

Supreme Liberty ..... 
nG.. cs 53,821,390 
Grp. 381,298 

Capitol, Colo. <<é. ak 
Grp. 12,191,607 

Presbyterian Min. .... 

Reserve Loan, Tex..... 
Ind. 1,689,875 
GtTps ..66 7,925,196 

Teachers I. & A...... 


Farmers & Bankers... 
Gate City 


i Ser 52,702,173 

GED. axis 5,827,400 
Home Security 

Ind. 54,923, 115 
Peoples, Indiana ... 

rp. xs 2,457,196 
Northern, Canada ... 

en 2,559, 680 
PORIGIIAE sec ccecues 

Ind. 44,712,187 


National Guardian 
Philadelphia Life 


Grp. 102,000 
Farmers & Traders... 
tpperiat. We iG. 666060 

Ind. 41,395,496 


United Fidelity ...... 
Reliable Life, Mo. ... 
Ind, 52,004,442 
GEP: .... 473,500 
Security Life & Acc... 
United Life & Acc... 
PD. s-0< 51,000 
Continental, Canada .. 
Gr 48,000 
New Worla aie heidi Re 
Atlas Life 
Grp. 26. 
— Natl. 


Ai; 683, 046 
153,500 
ola. ai Credit. 
Grp... 380, 982 
Mutual Savings ...... 
Grp. . 
Ww isconsin Fs nee 
IMGs 3.3 1,230 
Victory, Kans. 
Equitable, Canada 
BOUT RAC ROR <a. « 6-5.0.9:0.9.6.00 
Ind, .. 23,486,826 
Amer, Iu & A., Ty... 
Ind. .. 44,310,789 
Mass. Protective 
Security Mut., 
Grp. 
Empire Tis & of 
Ind. 
Paul Revere 
Home State, 
Ind. 
Natl. Life, 
Great Northern 
Grp. .. 3,200 
Kentucky Home 
Grp. 
Conservative, W. 
Union Life, Va. 
Postal, N.. ¥. 
mG. 4.53 2,605 
GED. 22% 
Provident, N. D. 
Mid-Continent 
Occidental, N; ‘C.. «66s 
Sankers fe Tone ccce 
Ind 34,214,632 
Lincoln Liberty 
American Standard 
Grp. .. 33,823,800 
Seaboard, Texas ...... 
MABE OCUGS 5.6.00) 550560.0:0'o-s 
Grp. . 
Girard Life 
Scranton Life 
Monarch, Mass, 
Savings Bank, N. 
Grp. . 
Fs Central L. & re 
Ind. 
Standard, Miss. vnlblere 
Ind. 18,226,224 
Pioneer American oe 
Mortis Pian 2.4% oe 
|G) rn 31,694,528 
National Fidelity 
Grp. 1,680,927 
Expressmen’s Mut. .. 
Pennsylvania Mut. ... 
i 23,912,147 





GPO, 24:5 11,000 
ttome Friendly 0032: 
Ind. 31,551,383 
National AId 9.665.» 
Grp; .« 3,422,664 
Rio Grande INGE. 6.60 
Ind. 25,223, 720 
TOROS TIE6 ois cce <ss00s 
Policyholders Natl. 
Wnion Gife, Ark. .«:i< +: 
Ind. 6,102,274 


Total 
Insurance 
in Force 

76,027,886 


75,640,883 
75,327,942 
75,039,375 
71,774,697 


71,390,211 
71,003,778 


69,608,162 


67,999,053 
67,665,886 


67,586,709 
67,081,164 
66,301,084 


63,667,645 
62,938,586 
62,724,550 
61,930,215 


60,926,819 
58,729,857 


55,564,463 
55,113,797 


53,156,400 


- 348,486 
2,246,824 


52,066,612 
251,039,087 
50,532,743 
48,299,520 
47,128,553 
45,869,871 
44,943,319 
44,931,206 


44,896,137 
43,868,336 


43,510,180 


43,172,871 
42,950,890 


42,794,163 
42,728,409 


41,488,127 
41,237,609 


*39,730,664 
39,397,486 


39,394,108 
39,211,379 
38,653,248 
38,607,750 


38,101,307 
37,422,769 


37,417,554 
37,025,338 


37,791,256 
36,649,844 
36,303,001 
36,204,458 
36,010,549 
35,802,813 


34,899,143 
34,547,138 


33,171,387 
32,773,344 
32,768,294 
32,423,949 
31,631,433 
31,323,264 
30,745,548 


30,710,491 
30,219,658 





Rank 


1944 1943 


204 


tor 
rn 


ono 


tor 
tor 


Great Amer., Tex., .. 
Ind. 22,939, 951 
Grp. .. 438,000 

Missouri Ins. Co. ..... 
Ind. 22,263,964 
Grp: ... 336,242 

Midland Natl. ........ 
Grp. a+, 126,800 

Fidelity Union ....... 

CRGFEh Bile ccc acces 

Wisconsin Life ....... 

Century Life, Texas .. 

Pacific National ...... 
Grp, «.. 583,000 

Michigan Life ........ 
Grp... 3,095,602 

Midwest ‘1 TRG. Je cvecorate'sce 

Conservative, Ind. .... 
GED. acs 67,000 

Pilgrim TA. (@Biis.o ccc: 


UG ae o4, 299,313 
American Life, Ala. .. 

Ind. 11,179, 053 

Grp. 
Standard, Ind. 
United Services 
: Tl. 


Afro- ‘Amer. 

Ind. ° 
Republic Life, 
State Capitol, } Were 

Ind. 19,180,443 
Amer. Reserve, Neb... 
Great: Math, TEE... <<: 

GED. 0.9: 2,189,604 
Cosmopolitan, Tenn, 
Union Natl., Neb...... 
Standard, Pa. 
Eastern Life 

Grp. . 510,000 
Palmetto State 

ime, 35 19,223,848 
Guardian, Texas 
Rockford Life 
Atlantic Coast 
Geo. Washington .. 

Grp. 45. tA, 100 
North Amer. L. & Cc. 

Grp. 5 
Western. 

Grp. . 
Columbian 
United, Ill. 

Ind, 

GEO... ,842 
Postal Union 

Ind. 

Grp. 
Service Life 
Jefferson Natl. 
Hoosier Farm ~~ 

Grp. « 1,905 
National iain eens 
National Equity 
Modern Life .«..iviese 
Northwestern, Wash.. 
Virginia L. & C.. 

Ind. 12,139, 503 
Maryland Life ..<sses 
Guaranty Income 
Pyramid, Ark. 
Ministers L. & 
Lincoln vem 


Re sserve 
917,650 
Mutual 





Ind. 6.05 2 2,086, 852 
State Ley #: baere8 
Sunset Life ...... 5 
Pyramid, Kans. ..60.< 
Guarantee Reserve 

Ind. 5,734,258 
Old Dominion ....... 
Progressive Quaker, Pa, 
Farmers Union ....... 

GED: «-. 481,477 
Natl. Burial, Tenn.... 
Western Mut., N. D... 


Universal Life, Va. 
Credit Life ..ccsceses 
Unity, La. 
Progressive, Georgia .. 
Amer. Home, Kans.... 
Golden St. Mut., Cal... 
St. Louis Mutual 
Great Amer., Kans.... 
PRila.. United c.cceccns 
Superior Life 
Woodmen Central 
Great Northwest 
Bankers Union 
PyranmuG, IN. ©. ocsc snc 
Grp. «:-. 582,515 
Empire State Mut. 


Mammoth L. & A..... 
Independent, Md. .... 
i 8,915,151 
Natl. Old Line, Ark... 
Domestic Life & Acc.. 
er 8,985,737 
State Mutual, Ga. : 
ERGs: 6:<.< 2,333, 533 
Industrial Life «0.0004. 
ind, §. 9,999,746 
Federal Old Line 
Puritan EATC os ci0-66.s:0% 
Grp. 1,115,050 
Mutual Ben. Soc...... 
Ind. 9,114,002 
Southern Life, Ga..... 
Public Service ...... . 
Assoc. Funeral, La. 


Philanthropic Mut., 
Rural Life, Texas .... 


(CONTINUED ON NEXT 


Total 
Insurance 
in Force 

29,736,106 


29,705,545 


29,540,499 


se 


te to to 0 0 


40,010 
70,481 


=1 90 99 90 oo 
oo £1 Oo 
© 
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 h 
rt 
o 
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27,109,613 
26,788,454 
26,734,136 
26,692,390 
26,614,422 


726,040,370 





23 5372088 


22,530,817 
22,392,000 


22,297,665 
21,771,910 
21,684,997 


20,167,177 


19,931,033 
18,572,578 
17,854,123 


17,557,443 
17,101,386 
16,756,157 
16,237,947 
16,217,228 


16,061,610 
15,927,667 
15,851,674 
15,828,941 
15,725,541 


14,390,821 
+*14,337,049 
14,159,875 


*13,855,897 
13,509,700 
*13,517,897 
413,211,715 
*12,868,999 
12,851,378 
12,746,386 
12,624,638 
12,259,870 
12,221,780 
$*11,783,199 
*11,671,302 
11,639,992 
11,501,121 
11,470,733 
11,279,054 
10,973,646 
+*10,786,394 
10,228, 235 


10,205,407 
$10,204,827 


710,174,966 
710,049,271 


524,743 
8,166,015 


PAGE) 


— 








1944 


0,499 
0,010 
0,481 
0,429 
7,707 
0,365 
0,982 


2,062 
9,796 


9,613 


KUM 






































March 24, 1944 LIFE INSURANCE EDITION 3 
nsure A.L.U. in All-O R B Ordi M 
Rank Insurance ON. in ut evenue Bureau rdinary Manpower 
290 Family Fund ........ *8,106,550 Fi ht W t H dl Pp . D l L 
291 +~=«- Royal’ Highlanders viowes7 £IGNton Wagner 0 fFiandile rension angerously LOW 
292 Amer. Home, S. C..... *7,655,739 , 
293 Southern States ...... 77,538,299 Bill H d S T = Fi Id , 
2 ae ll, reages nays rusts in Fie Tide May Now Have 
295 st., JAveee (,208,006 
296 Olympic National 47,168,073 = . F “i 
997 Southern Aid Soc...... #7121396 PHILADELPHIA — Declaring that WASHINGTON—The Internal reve- Turned, Mutual Life Official 
Ind. ‘ 6,689,246 ot minds made pessimistic by constant talk nue bureau is working on a program 
” Se a ae igor Rapin mg and Ke under which most of the pension trust Tells N. Y. Managers 
299 Manhattan Mut. ...... 6,815,421 times might be susceptible to proposals plans submitted to it will be handled 
300 Winston Mut., N. C.,.. 6,389,260 such as the Wagner-Murray-Dingell bill, in the field outside of Washington, an NEW YORK—S 
Ind. ... 6,045,260 _... Herbert A. Hedges, president of the Na- thorized kesm tates + —Sales manpower of 
301 Amer. Life & Acc., Mo. 6,315,770 : we : : cores Sees eee th rdi h 
: pr ; tional Association of Life Underwriters, However licies and methods used e ordinary companies has reached a 
LG Davie 2,701,401 : ; hepa ical owever, polic etnods dan ly low level and if allow 
302 Victory Mutual ....... told the Philadelphia association its first jn handling the plans are being framed °: ag y 7 evel and if a nae = 
303 Fidelity Life Ins. Md. job is to educate all its members regard- and worked out here in the national Sik lower, a large proportion of the 
304 Texas State Life...... +6, 308, 814 . h 1 : f the bill T 4 : > ; people will not be able to buy life in- 
305 Louisiana Indust. +*6,034,443 Ing the real meaning of the bill. 10 capital, it was added, so that uniformity 
306 Gov. Personnel, Tex.. 6,017,967 this end, he stated, a pamphlet is being will prevail, so far as practicable, in act- ae Seger ps ey oye 
307 Amer. Hosp. & L., Tex. 5,934,433 prepared for general distribution at an jing on the plans. vice-president of New York Life, told 
Grp. ... 801,000 so12010 early date. Te oien indicated that this is one pur- the Life Managers Association of 
308 United American ..... 5,912,210 “We'll figh he i ditch - Greater New York. Ordinary agents 
EHGs «ss 865,656 pity ell fight to the last ditch to pre- pose for calling in from the field in- on f 
309 Guaranty, Ga. Pee 5,552,040 serve initiative and the American way ternal revenue men for instruction and pao ig gg gaat scene ag sn 
Man wc ,640,47 Pre : “se : : : if the life companies do not have 
Gn : Sueseras of life,’ Mr. Hedges said. ndling of pension = ae 
$10 Old Dominion, Va.'...  +#5.497,218 , 8 pening, Bangg oe 0 ro. the manpower to service life insurance 
5 se aadlimaaaa Eee 15,278,531 Three Types Who Attack Insurance St plans s Pp needs, the government may decide to do 
5 Ind. ... 4795.58 seuss ceeding, and meanwhile officials here 4). sob. he said, 
= es TOE nn. Coa There are three types who attack the are postponing conferences with attor- J . 
fud ... 5,015,039 : : h h DOStP & For 13 years terminations have been 
313 Internat’l Travelers. 5,161,782 insurance business, he added, those neys and others interested in specific j,-4e- than appointments but h 
Ind. ... 9,860 ce nas ace Who would like to put us out of busi- pension trust plans. iy rt ting: le in the 
= Public Savings, S. C.-. 35:094.375 ness altogether,” those who would ex- B. J. Harrill, head of the internal Pas’ (fw montis ‘there is some indica- 
315 Amer. Home, D. C.... +*5,078,866 é : Se Ne ; tion that in this respect we have turned 
316 Citizens Home, Va. ... 5,010,918 pand social security laws and those who revenue unit in charge of passing upon 4). cossen” be deceased. la Man © “8 
317 Va. Mut. Benefit...... *4,976,401 would undermine states rights in favor pension trust plans, has said there is a eciare n New tor 
Ms p p , 
318 Ashelkary Ie ee til 4°969,250 Life last year the number of new agents 
algam. L. ope »969,250 of more federal control. shortage of qualified personnel to deal 
Grp. ... 4,943,500 Bray 8 q P gained 6% over the previous year and 
319 Lafourche Life ...... * 4,950,673 The first group, he said, “are com- with them. . the volume of new ) Soe : aid f 
320 Prov. Home Indus., Pa. *4,765,556 munists or socialists, although they Meanwhile, internal revenue has is- b h S paid for 
> sii cacaataaaa OE 4,628,100 won’t admit it.” The second regards sued with the approval of Acting Secre- °Y SUC agents increased 20%. His com- 
Grp. 165,000 “‘onek ” pany’s 598 new men in 1943 paid for 
ee 216,011 SS —.* eneficent — tary of the Treasury John L. Sullivan, ¢35'981 000, compared with 562 in 1942 
222 Gt. Amer. Res., Tex... 4,556,664 While the third argues constantly for Treasury Decision 5342. This revises PLOT Wy o - 7. 
328 Federal L. & C....... 4,407,915 expanded federal control and super- the regulations to conform with the law who paid for $29,507,000. This was the 
324 Franklin Natl, S. C... *4,351,52 one The Nati elt h ‘ greatest increase of any year since 1923, 
325 Family Mut., Del...... +4,294,333 VISION. National association, he enacted last December which extended Never has it been more difficult to 
nd. 3,165,245 said, bases its position in opposition to the time limit for filing and amending find desirable men and never easier t 
ass Postal Life & Cas. 4,291,225 these groups on what is best for the pension trust plans from Dec. 31, last, } . oo 
327 Equit. Invest., Ark. 4,159,500 olicyholders first, last and always to Dec. 31, 1944 a6 them aietet. 
328 Pioneer National ..... 4,033,125 “PONCY ’ YS. Oo vec. ol, . In 1944, sales are increasing markedly 
329 Prov. Indemnity, Pa... *3'478,011 Mr. Hedges presented a few sales over last year and lapses are the lowest 
330 Capital L. & H +*3,440,848 suggestions and an inspirational mes- y P = ee ses 
331 Stay +3168,408 ra : in history. More branch offices of New 
eg pane sage that were enthusiastically received. personal insurance, he listed under the York Life secured over $1,000,000 of new 
932 Evangeline L. & i +*3,136,780 He said insurance salesmen must have first class key men and partnership in- organization in 1943 than gg 
333 Wis. State Life Fund. 3,071,270 a proper conception of their job and surance. In approaching a key man ‘ A ese) 
J Pp s since 1931. Mor d 
334 Brotherhood Mutual... 3,068,462 pay “ kick” f li e agency men secure 
Grp 289,250 lave got to “get a kic out of selling prospect, it is important to point out over $1,000,000 of new organization re- 
935 cent Geek Wen. 2,791,799 to be successful. People like to buy, that never has money been so cheap and cruited by an personally than in an 
336 Southwest Reserve 72,597,263 they don’t want to be sold, he said. brains so valuable. A sum of money, | 1931. y 
337 Reserve Life, Tex..... 2,531,798 Dividing th k : busi d . year since 
? a aha das g e market into business an (CONTINUED ON NEXT PAGE) 
338 State Natl. Life, Mo... 2,506,982 Recruitin Effort D d 
339 Standard Indust. ..... +*2,378,607 g ecrease 
340 Guardian Natl. ....... $2,326,187 The locs in man 
341 Ameritan Farmers ... 2;299.000 power in recent years 
342 National Home, Mo... 2,258,825 is not due entirely to the men lost to 
343 Conn. Savings Bk..... 4 29240,437 the armed forces, war industries, and 
a4 Provident, D. C. veces anueee through ompontng restrictions, but in 
346 nis... +2'040,396 considerable part is a result of decreased 
347 National Public Serv.. +1,949,945 WAITING SEVEN VEARS recruiting effort, he asserted. During 
u8 N. 0, Ina, Mise. ...+- Pepe the period 1934-43 when the national 
350 Southeastern Life, S.C.. __ 1,819,304 ee ae 7% poe a 
351 Automotive Life, La... *1,795,100 income o, there was a 50% decrease 
352 Natl. Industrial ...... 71,676,483 ‘ * P 
nia. oo. 1,592,175 “Of the human interest stories that have come into my atime en lg aap fm oy 
353 Capital City, D. C.....  #*1,623,850 : ; 
354 Central Assur., Ohio.. 1,519,093 work,” said an agency cashier, “the one that stands out the appointments of new weekly premium 
355 Columbia Mut., Iowa. 1,457,686 ee ‘ agents and broker 
356 ‘ake tite, fae... .. +1'431.985 most vividly began some few years ago when two middle-aged Pe yea we Ae Totnes eats ee 
357 Security State, Idaho. 1,410,000 ° . : a = : 
358 aa 1'382,492 women came in. One of them, a widow, carried two policies shows a marked decline, while the ter- 
359 Southern, Md. ....... $*1, 288,357 : ST | es 
oe Ne Pa. 494265 987 she and her sister had just found among her late husband’s mination rate had been fairly steady. 
360 —— Se lee ' whew : phi These various groups serve different 
362 Sais tile Texas. $874,120 papers. They wondered if there were any possibility that gp & Mr. Johnson Ee “The boy 
363 Equit. Bene. M., Pa.. *4847,057 one y premium agent provides insurance for 
364 Federal Life, D. C.. *+833,841 these policies ae iy good. a certain pn acs the total market; 
365 Com’wealth Benefi., Pa +*621,084 ss 
368 es eee” _ 617.370 “T found that the two policies had lapsed for non-payment the —“—, same and erie plan- 
367 Pioneer, Neb. ........ 603,303 . : ners reach another segment; brokers 
8 Midwestern Nati 19578595 of premiums some seven years back. When the husband sad. Gait ete eee toe ad a ae 
D Nationa 1c oél, . . M ¢ 
is aoe, Ge wee ahi ris had died, the widow had never informed us of the death certain arouse a prommects we I am 
371 Home Owners, Texas.. +*443,963 P +19 : +45 sure we will all agree tha ere is a 
m2 Rushmore Mutual... 410,151 of her husband. At that time the family s financial condition Scone snase of te Aenea aan Whe 
a8 Peerless L. & A., Kan. ve;228 was such that she had gone out scrubbing floors to send her are reached only by the full-time ordi- 





*All industrial. 
TAs of Dec. 31, 1942. 
a Excludes State Life Fund, $432,606. 








Nominations Are Made 
for U. S. Chamber 


Carl N. Jacobs, president of 
Hardware Mutual Casualty of 
Stevens Point, Wis., has been re- 
nominated as one of the insurance 
directors of the United States 
Chamber of Commerce. The other 
insurance director is John M. 
Thomas, president of National 
Union Fire. F. L. Conklin of 
Bismarck, N. D., president Provi- 
dent Life, has been nominated as 
a director of the U. S. Chamber 
from his section. Chester O. 
Fischer, vice-president Massachu- 
setts Mutual Life, is a board 
member but his term does not ex- 
pire until next year. 


children to school. 
seven years. 


ever heard.” 


WILLIAM H. KINGSLEY 
Chairman of the Board 


She had been doing this hard work for 


“Our claims department found that the insurance was 
running on the extension feature. 
me afterwards that when he informed them that the insur- 
ance was still good for a total of $5,000 the widow went 
down on her knees and made the most beautiful prayer he 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


The claims manager told 


JOHN A. STEVENSON 
President 























uname 


nary agent and who would not have the 
benefits of life insurance if it were not 
for the creative selling and persuasive 
salesmanship of the full-time life under- 
writer representing the ordinary com- 
pany.” 

The future depends greatly on the 
solution of the manpower problem and 
recruiting is the answer. If the field 
force were eliminated entirely, in 15 
to 25 years the life companies would be 
well on the road to complete liquida- 
tion. Manpower is as important to a 
life company as the bloodstream is to 
a human being. 


Program for Recruiting 


He offered the following program for 
recruiting in the future: Better selection 
of agents with more thorough testing 
for aptitude—not just aptitude tests; 
salaries for qualified apprentice agents 
who cannot finance themselves; limita- 
tions on the number of new agents in- 
ducted by any one agency per year— 
realization of the principle is essential 








4 





rather than agreement on the number; 
more practical training and educational 
programs, perhaps learning much from 
the intensive training programs devel- 
oped for the armed forces; better finan- 
cial incentives for general agents and 
managers so as to emphasize the induc- 
tion of career men, compensating them 
on the basis of men recruited and busi- 
ness. produced in the first and second 
years rather than volume, which has 
been adopted by New York Life as a 
part of its managers’ compensation. 

The volume a company is able to get 
depends primarily on its manpower, 
though age, reputation, financial sta- 
bility and other factors are important. 
In one state last year, New York Life 
produced 30% of the business, but in 
another state, only 2%. The difference 
is in manpower. 


Mental attitude, he pointed out, has 
much mere to do with success than 
territory or general condition. Of the 


140 agencies of New York Life last year, 
among the 10 leaders were such diverse 
and unlike communities as Salt Lake 
City, Los Angeles, Sioux City, Seattle, 
Oklahoma City, Denver and New York 
City. 

New York Life has found former 
salesmen a valuable source of new men 
and discharged military personnel is a 
new source. The number of such dis- 
charges is running 110,000 monthly and 
only about 25% are disabled and can’t 
carry on. There are more than 600,000 
officers in the armed forces and the 
number may go over 1,000,000. These 
men are likely to be receptive to ca- 
reers in hfe insurance. Often they held 
routine pre-war jobs, but they have de- 
veloped, learned to plan their work, and 
have assumed responsibilities. The ini- 
tial excitement over the recruiting of 
women has died down. Recent statistics 
show the number of women entering 
and leaving the business as about equal. 

Recruiting is the last job that should 
be delegated by the manager in an 
agency. He is the best qualified to do 
it. The development of large numbers 
of successful career men in the next 
decade is an important part of the 
post-war picture. He cautioned against 
the dangers of a period of indiscriminate 
recruiting. 


N.A.L.U. in All-Out Fight 
on Wagner Bill: Hedges 


(CON’T FROM PRECEDING PAGE) 


in a business will return say 3% if prop- 
erly invested. But if a good man op- 
erates a business, the returns may mount 
to 50% or higher. The difference is 
represented in the brainwork of the key 
man. If the agent points out that at 
small cost the business may be insured 
against the man’s loss, a sale may re- 
sult. 

In approaching a partnership sale, he 
urged finding out the reason for the 
partnership. Once this has been ob- 
tained, the salesman has the reason why 
insurance is necessary if one of the 
partners passes out of the picture. 

Under personal insurance, Mr. Hedges 
suggested: “Approach a prospect on 


MeNATIONAL UNDERWRITER 








Dr. Benner Sees 
Favorable Signs 
for Post-War Era 


NEW YORK-—If price levels are 
maintained through government controls 
after the war and if employment is kept 
up, there is no cause for worry over a 
$250 or $300 billion debt and there is no 
need to fear inflation, Dr. C. L. Benner, 
vice-president Continental American 
Life, told the New York City Life Sup- 
ervisors Association. Conditions will be 
favorable for the sale of life insurance 
because estates must be reprogrammed 
to provide the additional money needed 


to give families adequate food, shelter, 
clothing and necessities of life, he de- 
clared. While he doesn’t share the 


theory that a vast and increasing debt 
is no cause for alarm “because we owe 
it to ourselves,’ Dr. Benner emphasized 
that if price levels were maintained, it 
could be serviced without difficulty. 

In this country, the problem has been 
not of production, but how to reduce 
or get rid of surpluses. The increase in 
production since the beginning of the 
war exceeded the expectations of every- 
body with the result that 1943 sales of 
goods and commodities to civilians ex- 
ceeded those of the prewar year of 1940, 
despite all-out production of war ma- 
terials. This “know how” in production 
is the basic reason for feeling that the 
economic background of the post-war 
period will be all right, he said. 

The big problem after the war will be 
to avoid deflation and falling prices. 
With wheat $1 a bushel, a farmer only 
has to sell 100 bushels to pay $100 in 
taxes. But if wheat is 50 cents a bushel, 
he must sell 200 bushels to pay $100 
taxes, The same reasoning holds in the 
case of wages. 

Prices will naturally rise from 5% to 
10% every year during the war, no mat- 
ter what the OPA does to stop it. 
Eventually incomes will get adjusted to 
the higher price level. 

The war is not going to bring a mil- 
lennium. People will not go to the home 
office to buy life insurance and it will 
still have to be sold by salesmen. People 
will continue much the same as they 
have in the past and the same need for 
life insurance will exist. 

Dr. Benner was introduced by Murray 
April, Continental American, president. 





Metropolitan Service Men's Room 


For the convenience of its more than 
5,000 employes now in service, Metro- 
politan Life has opened a service recep- 
tion room in the arcade of its home of- 
fice at 1 Madison avenue, New York 
City. While primarily for the use of 
visiting former Metropolitan employes, 
men and women in uniform are wel- 
come, particularly visiting insurance 
men from other companies. 








the basis of how much his family needs 
to carry on in his absence and he’ll be 
impressed. It’s the language he best 
understands.” 


Rex Magee Joins 
Volunteer State 


Rex B. Magee has been appointed 
director of sales promotion for Volun- 
teer State Life. He also takes over the 





REX B. MAGEE 


duties of Ray Alexander, agency secre- 
tary, who has joined the home office of 
Minnesota Mutual Life. 

Mr. Magee, with 15 years of experi- 
ence as a life insurance man, is a native 
Mississippian. He is former chairman 
of the southern round table of the Life 
Advertisers Association. 

The new post in Volunteer State is 
in keeping with its expansion, Mr. Ma- 
gee states. He was educated at Webb’s 
School, Bellbuckle, Tenn., and at Mis- 
souri University school of journalism. 
Prior to his life insurance career, with 
Lamar Life he served on newspapers 
as a reporter and editor. He was for- 
merly with the Associated Press in New 
Orleans. During the past year he has 
been manager of the Mississippi State 
Fair. 


Honor President R. E. Irish 
in 10th Anniversary Drive 


Seeking to break all existing produc- 
tion records, the field force of Union 
Mutual Life opened its annual sales tes- 
timonial to President Rolland E. Irish 
on March 20. The drive will extend 
through April 23. 

Campaign announcements, based on a 
theme highlighting one decade of 
progress under President Irish, point. to 
gains on wide fronts during the period. 
Significant figures include: 365% gain in 
premium income; 84% gain in insurance 
in force; 131% gain in total annual 
income; 359% ade in annual new writ- 
ten volume; 53% gain in assets; 36% 
gain in surplus: 69% decrease in sur- 
renders; 32% decrease in mortality ratio. 





Third Edition of 


Federal Courts, 
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Kindly mail this coupon to G. Baldwin, 72 Wall Street, New York, to order 


“LEGAL EFFECTS OF MILITARY SERVICE” 
Upon Insurance, Debts, Leases, Evictions, Interest Rates, Income Taxes, Real Estate Taxes, 
Conditional Sales, Repossessions, Foreclosures, Mortgages, Suits, Judgments, 
ents, Sureties, Indorsers, Re-Employment After Service, Property Rights, 
ete.; including the Text of the Law, and Amendments, etc. (Printed at the Yale University Press.) 
By Ganson J. Baldwin of the New York Bar 


ay 
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Nee eee se copies, at $2 each, of the 


Attachments, Garnishments, Depend- 
Changes in Procedure in All State and 


Installment Purchases, 
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J es Menon 
Plans for Debit 
Men Home from War 


John Hancock district agents on mili 
tary leave, upon their return from the 
armed services, will have their first-year 
commission accounts for debit business 
re-established by bringing forward the 
“cumulative gross increase in first-year 
premiums” from the last week of active 
service prior to the leave of absence to 
the first week of their return to active 
service as agents. 

The plan is retroactive to all agents 
now on military leave and to agents 
who have already returned. 

He will take up his first-year 
mission account where he left off. 

Each returning agent will receive a 
chronological record of developments 
within the company during his absence, 
Policyholders on the debit will receive 
an announcement informing them of his 
return. A retraining school has been 
organized to bring returned veterans up 
to date on new policies and sales plans, 
changes in underwriting rules and regu- 
lations, and administrative changes. 


com- 





* I THINK THAT AT 
THE MINNESOTA STATE 
SALES CONGRESS, H. G. 
KENAGY PUT INTO A 
SINGLE QUESTION THE 
HEART OF THE PUBLIC RE. 
LATIONS PROBLEM. HIS 
STATEMENT STUNG WITH A 
CHALLENGE NO MAN IN 
THE BUSINESS CAN EVADE. 


* * & 


MR. KENAGY SAID: “Do 
you dare go to fifty of your 
policyholders and ask this ques- 
tion? 


““Tf you had been able to buy 
the insurance I sold you without 
paying the commission I re- 
ceived, would you have been 
willing to do so, doing without 
my services in return for a low- 
ered premium?’ ” 


* * * 


IN OTHER WORDS—does the 
policyholder believe the under- 
writer is worth his hire? One 
could write a 500-page book on 
public relations and say far less 
than is encompassed in Mr. 
Kenagy’s statement. 


* ¢€ & 


ALL THE INDUSERY can 
do in the way of better training 
which means better service must 
be done — and quickly. For it 
may be later than we think. 


PAUL SPEICHER 
Managing Editor 


THE INSURANCE 
RESEARCH & REVIEW SERVICE 














— INDIANAPOLIS 
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CE EDITION 


Through this doorway lies the path 


to friendliness and opportunity... 





Swinc OPEN the door and step into the lobby of The Ohio 
National’s Home Office—into the atmosphere of warmth and 
cordiality created by a friendly, cooperative group of life insurance 
workers. You’ll feel completely at home with our office staff be- 
cause they talk your language, are interested in your sales plans 
and understand your sales problems. They are wholly field- 
conscious with their every action aimed at giving fieldmen 





















































immediate policy service, and providing them with vital insurance 
information and new and different sales helps. 


From the very first moment of a spontaneous greeting at the 
receptionist’s desk in the lobby through your meeting with every 
officer and clerk in the various Home Office departments, you will 
be welcomed with a spirit of fellowship and a sincere interest in 
your life insurance career. 


As you walk from one busy office to another, watching the 
efficient, industrious activity, you'll thrill to the sense of being a 
part of a great and moving force, a progressive top-notch life insur- 
ance organization. This spirit of progress and achievement will re- 
turn with you to the field and be your inspiration for greater effort. 


We all work together at The Ohio National—and you'll enjoy 
working with us. Why not write Ray Hodges, Superintendent of 
Agencies, today and ask about openings in your territory, or visit us 
at our Home Offices in Cincinnati? 


(This is the first of a series of advertisements to acquaint you with The Ohio 
National Life and agency opportunities available to qualified underwriters.) 


THE OHIO NATIONAL LIFE INSURANCE COMPANY 


CINCINNATI, OHIO * T. W. APPLEBY, PRESIDENT 


Unusual general agency opportunities at: 


PORTLAND, OREGON @ HUTCHINSON, KANSAS @ WICHITA, KANSAS 


@ HOUSTON, TEXAS @ CORPUS CHRISTI, TEXAS © DAYTON, OHIO 








6 


HeNATIONAL UNDERWRITER 


March 24, 1944 

















Our new Q-V-S Compen- 
sation Plan goes with you 
on every call! It generates 
greater earnings for you with 
every application, every $ 
of paid business, every day, 
every year you continue in 
business. 





A revolutionary plan, long 
needed, the Q-V-S (Quality, 
Volume, Service) is the 
product of 3 years of re- 
search. 


It is now a granite-strong 
foundation upon which you 
can build an_ enduring, 
growing business structure! 









GET THE FACTS! 


Write today for 
brochure giving a 
clear, concise pic- 
ture of how the 
can re- 


a. ward you! : u iJ ee 
CAPITOL LIFE INSURANCE 
COMPANY 


Established 1905. Clarence J. Daly, Pres. 
W. V. Woollen...... Agency Vice-Pres. 


HOME OFFICE DENVER 1, COLO. 








Buffalo Committee for N. A. L. U. Mid-Year 
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FROM PACIFIC MUTUAL'S 


Annual Report 
1943 


Gain in Assets during 1943 . . 
New Life Insurance— 1943 . . 


Accident and Health Dept.— 
Premium Income — 1943... 


$ 10,514,192.39 
$ 50,565,680.00 


$ 4,748,830.77 


Gain in Life Insurance in 


Force— December 31,1943 . . $ 21,847,895.00 


Total Life Insurance in 


Force — December 31,1943 . . $622,659,773.00 


Paid to Policyholders and 
Beneficiaries during 1943.. 
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$ 17,674,886.24 


PACIFIC MUTUAL 
LIFE INSURANCE COMPANY 


(A CALIFORNIA CORPORATION) 
f HOME OFFICE, LOS ANGELES, CALIFORNIA 


LIFE- ACCIDENT 
HEALTH - ANNUITIES 
GROUP INSURANCE 


IVE z 
PACIFIC MUTUAL..-A DISTINCT COMPAN > Featuring the New 
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Plan that Pays 


5 Ways 


Uj 


Y 





Buffalo committee in charge of arrangements for the midyear meeting of the national 
council of the N. A. L. U.—Left to right, seated, Claude C. Jones, Connecticut Mutual, 
speakers committee chairman and national committeeman; H. W. Swain, Travelers, 
Buffalo association president; Tower C. Snow, Penn Mutual, general chairman; F. A. G, 
Merrill, general agent emeritus of State Mutual, special funds chairman; Sidney Wer. 
timer, Prudential, national trustee and entertainment chairman; standing, John Penning. 
ton, State Mutual, and Thomas Caldarone, John Hancock, attendance co-chairman; 
J. N. Desmon, John Hancock, registration chairman; W. Merle Smith, Mutual Life, 
reception chairman; Leland F. Lyons, New York Lifegepublicity chairman; Warren D, 


Austin, Metropolitan, and W. J. Kreish, Prudential, attendance co-chairman. 


Missing 


from the group are Dean H. Taylor, Equitable Society, finance chairman; S. C. Collins, 
Metropolitan, ticket chairman, and J. Stinson Scott, Provident Mutual, attendance 


co-chairman. 








Jungle Fever Threat to Be 
Discussed at A.L.C.'s 
Medical Section Parley 


The possibilities of transmission of 
certain types of fevers, skin infections, 
etc., to the civilian population by serv- 
ice men returning from the jungles of 
the southwestern Pacific islands will be 
discussed at the annual meeting of the 
American Life Convention’s Medical 
Section in Chicago at the Edgewater 
Beach Hotel, June 22-23. Dr. E. C. 
Faust, professor of tropical medicine at 
Tulane University, New Orleans, a rec- 
ognized authority on tropical diseases, 
their characteristics and the best meth- 
ods of combating their spread, will 
speak on: “Problems of Tropical 
Medicine in the United States—Past, 
Present and Future.” Several medical 
directors will discuss Dr. Faust’s paper. 

“Factors Which May Influence the 
Trend of Mortality” will be viewed by 
Leigh Cruess, vice-president and man- 
ager of selection, Mutual Life of New 
York. 





Berrehsem to Mutual Life 


William S. Berrehsem, general agent 
in Pittsburgh for American United Life 
since 1935, has been appointed agency 
organizer at Pittsburgh agency of Mu- 
tual Life. A graduate of Washington & 
Jefferson College, he entered the busi- 
ness in 1929 at Wheeling. 


W. S. Crawford Is Feted by 
100 Friends and Associates 


NEW YORK—More than 100 friends 
and associates of W. S. Crawford helped 
him celebrate his 25th anniversary as 
insurance editor of the ‘Journal of Com- 
merce” at a luncheon given by the pa- 
per’s president and publisher, J. E. Rid- 
der. 


Tribute to Ability 


Mr. Ridder paid a fine tribute to Mr. 
Crawford, saying that “he réally knows 
what the insurance business is all about 
and at the same time has carefully 
avoided telling men who are successful 
in the business how to run their affairs.” 
and that this philosophy established by 
Mr. Crawford is one which the “Journal 
of Commerce” has tried to follow in all 
other departments. He said it is not the 
paper’s job to try to tell business men 
what to do but to give them facts on 
which to base their judgments. Most 
mistakes made by business men are due 
to not having facts before them, he said, 
and Mr. Crawford is a leader in the field 
of-getting the facts before his readers. 








Govt. Employes Insurer 


with Mutual Benefit H. & A. 
Hookup Explains Position 


WASHINGTON — A spokesman for 
Government Employes Benefit As- 
sociation says he knows nothing about 
the recent action of Commissioner 
Forbes of Michigan against Frederick 
Moran, Detroit agent of Mutual Benefit 
Health & Accident, but added that com- 
plaints against it are inspired by com- 
petitors. 

The spokesman said that Mutual 
Benefit H. & A. was the only insurer 
that would underwrite the plan for life, 
health and accident insurance _ that 
G.E.B.A. desired. Mutual Benefit writes 
the insurance, it was stated, assumes 
the liability and pays claims. 

The plan was endorsed by the direc- 
tors of G.E.B.A., most of whom are in 
Omaha, the spokesman said. Nobody 
is told government insurance is involved, 
it was added. . 

The group has taken in state, county 
and municipal employes and, more re- 
cently, on the theory that they are work- 
ing for the government, employes in in- 
dustrial plants having government war 
contracts. 

The spokesman said only special 
agents of Mutual Benefit sell the G.E. 
B.A. policy. He said 167,000 policies 
were written last year including $16 
million life. 


Reager Settles Conversion Case 


Harry P. Reager, Jr., former Louis- 
ville life man, arrested some months ago 
charged with conversion of $5,000 en- 
trusted to him by a widow for the pur- 
chase of an annuity, was freed of the 
conversion charge when the common- 
wealth attorney announced that a settle- 
ment had been made. It was stated that 
Reager paid the plaintiff in the case, 
Mrs. Sallie T. Loemker, $3,000, and had 
given her his note for $2,000. 
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CALIFORNIA OPPORTUNITY 


A California General Agent with headquarters 
in the Home Office city of his rapidly growing 
company, 





WANTS 


A salaried assistant to recruit, train and supe! 
vise Life and Accident & Sickness agents. 


Requirements—Must be at least a quarter mil- 
lion dollar personal producer with supervisory 
experience. 


Compensation—As high as $250 per month sal- 
ary for the right man, plus full personal com- 
missions on special agent’s scale. Address V-53: 
care The National Underwriter Co., 175 
Jackson Blvd., Chicago 4, Ill. 
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A. G. Palmie Joins 
St. Louis Company 


ST. LOUIS—Reliable Life of St. 
Louis has appointed A. G. Palmie as 





A. G. PALMIE 


home office representative for Texas. 
Mr. Palmie has had many years of ex- 
perience as a life insurance company 
executive. For the past 14 years he 


served as assistant secreary and man- 


ager of the industrial department of 
Home State Life of Oklahoma City, and 
prior to that was with American Na- 
tional of Galveston as assistant secre- 
tary. He served as chairman of the In- 
dustrial Section, American Life Con- 
vention in 1942, 





No Double Indemnity if War 
Clause in Soldier's Policy 


The Ohio supreme court holds that 
if an insurance policy carries specific 
service exemptions, the estate of a sol- 
dier, even though he loses his life while 
on a furlough, cannot collect double in- 





demnity. The court refused to review 
WANTED: 
Sales Promotion 
Assistant 


A large life insurance company 
in New York City is seeking a 
man or woman with experience 
on both copy and layout, to as- 
sist in preparation of sales pro- 
motion material. Previous ex- 
perience in life insurance sell- 
ing or sales promotion pre- 
ferred, but not essential. Salary, 
$3,600. Write, giving full de- 
tails of experience, to 


Box 84 


DOREMUS & COMPANY 
Advertising 


120 Broadway New York 5 

















WANTED 


Actuary or assistant actuary 
or an individual who has had 
training under an actuary. 

C. B. McCORMICK 


Bankers Union Life Insurance Co. 
1300 Grant St., Denver, Colorado 








a suit instituted at Newark, O., by Mrs. 
Amanda M. Bending against Metropoli- 
tan Life, on a $1,000 policy issued to 
her son, Robert L. He plunged to his 
death from a hotel window in El Paso, 
while he was on furlough. Both the 
common pleas and appellate courts had 
held for the company. 





Group Cover in Shoe Union Pact 


A group insurance plan has _ been 
made part of a new union agreement 
between the Shoe Manufacturers Board 
of Trade and Joint Council 13 of 
United Shoe Workers, CIO, in New 


York. The employers are bearing the 
whole cost of the insurance which in- 
cludes group life, hospitalization and 
surgical benefit. There are some 3,500 
employes. Prudential is writing the 
group life at $1,000 per head while hos- 
pital and surgical benefits are in 
American Policyholders of Boston. 





Zone 4 Commissioners to Meet 


LANSING, MICH. — Commissioner 
Forbes has announced plans for the 
Zone 4 meeting of the National Associ- 
ation of Insurance Commissioners here 
April 10-11. He has invited the Ohio 


and Ontario commissioners in addition 
to those of the zone states, North and 
South Dakota, Minnesota, Iowa, Wis- 
consin, Illinois, Indiana and Michigan. 

The first day the commissioners will 
visit the Willow Run bomber plant and 
Jackson state prison, where dinner will 
be served in the evening. Tuesday eve- 
ning they will be the guests at a dinner 
in Lansing at which Governor Kelly will 
speak. 

Chief examiners will meet Monday on 
examinations, blanks, forms and other 
such matters. Viehmann of Indiana is 
zone chairman. 
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%* Provident Benefit Payments 
in 1943, if gathered into such 
a set of books, would require 
15 fat volumes averaging 240 
pages each, numbering 40 
names to the page, merely to 
record the more than 


144,000 POLICYHOLDERS OR 
DEPENDENTS RECEIVING 
PROVIDENT BENEFIT CHECKS 


PROVIDENT PETE 


That tells the story... 
and what a story to tell! 


LIFE AND 
INSURANCE 





The Home of HUMAN SECURITY 


¢ 





Our SEVEN MILLION DOLLAR 


Books of the Year 


% There were only 3 cases in 
litigation by the close of 1943 
upon claims arising within 
that calendar year. 


PROVIDENT 
ACCIDENT 
COMPANY 






Chattanooga, Tennessee 





% Such benefits are now being 
paid at the rate of over 


650 every working day 
Exceeding $7,000,000.00 yearly 
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Advantage of Renewals 


Life men who are entering the armed 
services and who have built a sizable 
business have an advantage over other 
people inasmuch as their income con- 
tinues in the way of renewals. While 
they are deprived of securing new busi- 
ness and thus adding to their income 
they still have a back log that is worth 
while. In comparison with others whose 


income abruptly ends when they don 
uniforms, the life men are in a distinctly 
advantageous position. 

The renewal system in life insurance 
has proved most successful. It not only 
affords a more continuous and steady 
income but it causes the producer to 
give more attention to his policyholders 
and not let up on his service. 


Protecting the Right to Disagree 


The New York department’s recent 
two-day hearing on workmen’s com- 
pensation rating was an_ illuminating 
commentary not only on Superintendent 
Dineen’s approach to his job but on the 
whole problem of administering regula- 
tory statutes so that the law is not 
applied blindly, without sense or reason- 
ableness, and yet is not so distorted 
that it becomes whatever the adminis- 
trator feels, at the moment, like making 
it. 

Those who attended the hearing were 
treated to the unusual spectacle of an 
official proceeding toward a decision 
while keeping prominently in his mind 
the possibility that someone might dis- 
agree and want to go to the courts for 
a reversal. Mr. Dineen, as he announced, 
was getting everything clearly into the 
record so that any one who wanted to 
contest his decision could make full use 
of the transcript. 

Naturally, no all 
a man of Mr. Dineen’s vigorous and 
forthright personality, is going to make 
decisions that he thinks are wrong and 
it takes a real belief in principles of 
democracy to concede that one might 
err and therefore to leave the way open 
for appeal to the courts from his de- 
cisions. 

The hearing was somewhat like a 
friendly legislative or congressional in- 
vestigation. Mr. Dineen was not out to 
crucify anybody, trip anyone up. He 
was, as he expressed it, in search of the 
truth and he assumed that all who tes- 
tified were also in search of the truth. 

An able and experienced trial lawyer, 
Mr. Dineen displayed a high degree of 
skill in eliciting the type of information 
he wanted in order to be able to give 
as informed a decision as possible. Many 
of his questions may have seemed to 
deal with such generally accepted funda- 
mentals as not to 


official, least of 


warrant discussion. 


Starting Early in Life 


Albion C. Cronkhite of Chicago, gen- 
eral manager of the Western Union 


Yet it frequently happens that when 
supposedly fundamental propositions are 
reexplored there is not the unanimity 
of viewpoint about them that had been 
assumed. They are likely to mean one 
thing to one man and something else to 
another. Much of the wrangling over 
the more involved phases of a question 
is often due to an unrealized difference 
of opinion or viewpoint on a basic prop- 
osition. Hence, if the fundamental con- 
siderations are not amply clarified so 
that every one interested at least knows 
exactly what they are and what the 
other fellow understands them to be it 
is obviously difficult if not impossible 
to go on to agreement on the more 
complex phases. 

The hearing used up two full days’ 
time not only for Mr. Dineen and a 
good part of his staff but for many of 
the most prominent company and asso- 
ciation executives in the casualty field. 
It may have seemed like a cumbersome 
procedure to take so much time and let 
everybody have his say. Yet it is cer- 
tainly democracy in action for an ad- 
ministrator to get all the facts from all 
sides before giving his decision, instead 
of just thinking one up out of his head. 

The alternative to Mr. Dineen’s sys- 
was vividly and fearsomely set 
forth recently by Representative Hart- 
ley of the 10th congressional district of 
New Jersey in his talk before the New 
Jersey Association of Insurance Agents. 
As chairman of a house committee ap- 
pointed to investigate abuses in federal 
agencies, Mr. Hartley was in a posi- 
tion to give numerous examples of what 
happens when bright young lawyers and 
ex-professors, totally unfamiliar with the 
types of business they are dealing with, 
dream up interpretations, regulations, 
and memoranda, all having the force of 
law and not subject to appeal to the 
courts. 


tem 


Telegraph Company in the Lake division 


comprising 10 states, in a friendly talkMassachusetts 





























“LL ENTERTAIN YOU TILL MY 
LET ME SHOW 


to the insurance group of the Union 
League Club, of which he is president, 
spoke of the helpfulness that he had re- 
ceived from the advice and service of 
reliable insurance men. He said 
made it a special mission to talk with 
young men who came into his employ, 
advising each one to select a thoroughly 
reliable, intelligent and qualified insur- 
ance man and have him as his insurance 
counsellor. 

Mr. Cronkhite tells young men that 
they can do nothing better than to listen 


he 


You THIS 20 YEAR ENDOWMENT.” 
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WIFE COMES DOWN, 


counsellor. Speaking of his early ex- 
perience with life insurance men he said 
that at one time he thought his agent 
was trying to oversell him and overload 
him. He acknowledged that as the 
years went by he realized that the agent 
was giving him sound advice. Mr. 
Cronkhite said that if he had followed 
that counsel he would have been much 
better off perhaps in his personal estate 
than he is. Mr. Cronkhite paid a high 
tribute to insurance men and the mag- 
nificent work they are doing in protect- 
ing life and property. 








W. H. Andrews, Jr., manager of Jef- 
ferson Standard Life and N.A.L.U. vice- 
president, has been reelected to the 
board of the Greensboro Chamber of 
Commerce. 


Sara Frances Jones, Equitable So- 
ciety, Chicago, has been in San Fran- 
cisco, in connection with her work as 
president of the Overseas League. 
She addressed the women’s division of 


the Equitable agency there and the 
women’s committee of the San Fran- 


cisco Life Underwriters Association. 
Otto Langpaap, inspector of agencies 
of West Coast Life, celebrated 30 years 
with the company March 16. 
John M. Hammer, Tampa manager 
Life, was presented a 


of achievement plaque by 
Angus B. Rosborough, Jacksonville, 
Fla., general agent. Mr. Hammer with 
production of approximately $1,500,000 
paid business in 1943, was in second po- 
sition for the entire country. 


E. G. Hollenbacher, superintendent of 
the No. 6 district of Prudential in De- 
troit, was honored by his associates in 
the metropolitan area on completion of 
35 years with the company. Starting 
as an agent in Fort Wayne in 1908, he 
was made assistant superintendent in 
1910 and was promoted to superintend- 
ent in Pontiac, Mich., in 1926. He went 


coronation 


to Detroit in 1935. 
Bart Leiper, publicity director of 
Provident Life & Accident, has been 
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selected to edit a monthly publication 
to be issued by the Chattanooga Cham- 
ber of Commerce. 

President W. Lee Baldwin of Secur- 
ity Life & Accident, Denver, spoke at 
the Kiwanis Club and Life Underwrit- 
ers Association of Corpus Christi, Tex.; 
the Lions Club at Laredo, and the Ki- 
wanis and Rotary clubs in San Benito 
on “War Financing” during an extended 
trip through Texas. 


Frank L. Barnes, vice-president and 
agency director of Ohio State Life, has 
been elected president of the Upper Ar- 
lington Civic Association. 


Ralph Lathrop, who more than a 
year ago was named assistant vice- 


president in the New York City branch 
office of Marsh & McLennan, handling 
the life department there, was a visitor 
in Chicago this week. Formerly he was 
an assistant superintendent of Travel- 
ers. He has been with Marsh & McLen- 
nan about 10 years and has built up a 


full-time life department of some 10 
agents. ' 
The U. S. Chamber of Commerce 


Monday gave a luncheon at Metropoli- 
tan Club-in Washington in honor of 
Ralph Kastner, general manager of 
American Life Convention. A number 
of chamber officials attended including 
Paul Hardesty and Ed Hilton of its in- 
surance division. 


DEATHS — 


Cator Woolford, 75, founder of the 
Retail Credit Company of Atlanta, died 
last Saturday at his plantation near 
Brunswick, Ga. He and his brother, 
T. G. Woolford, now chairman of the 
board, established the Retail Credit in 
1899 at Chattanooga, Tenn., as a local 
credit bureau. It moved its office to 
Atlanta and still kept in the general 
credit business but worked up quite a 
number of reports on people throughout 
the south who had had malaria, for life 
companies. This led to its extensive 
life insurance connections and even- 
tually that became one of the greatest 
avenues of its business. Mr. Woolford 
was generally known throughout the or- 
ganization as “Mr. Cator.” Walter C. 
Hill, president of the Retail Credit, 
started with the organization about two 
or three years after it was founded. The 
Retail Credit was planning to hold its 
45th anniversary jubilee March 22 and 
Mr. Cator was looking forward with 
great interest to being present at the 
jubilee in Atlanta. He was active in 
the organization for 35 years. He was 
a close friend of President Roosevelt. 
He was one of the founders of Georgia 
Hall at the Warm Springs foundation 
where the President often vacations. 

Percy Wilson, 68, president emeritus 
of Richmond Beneficial, negro company, 
vice-president of Federal Life of Wash- 
ington, D. C., which has its executive of- 
fice in Richmond, and director Southern 











Aid Society, died at his home there. He 
started with Richmond Beneficial in 
1896 and became president in 1941. Be- 


cause of ill health, he was forced to re- 
tire from active work last month and 
was made president emeritus. 

Elmer L. Stapp, 73, who retired ten 
years ago as cashier of the ordinary 
department of Prudential in Philadel- 
phia, died there. 

Charles W. Bell, who was state in- 
surance commissioner of Kentucky 
about 1910, died at his home in Har- 
rodsburg, Ky. 

Ephraim T. Tyler, 81, Nebraska direc- 
tor for a number of vears of the State 
Farm companies, died at his home in 
Lincoln. 

Frederick J. Green, treasurer of Mary- 
land Life, died. He had been connected 
with the company in the home office 
since 1903, became assistant secretary in 
1928 and treasurer in 1933. 





_Roger C. Wade, an examiner of the 
North Carolina department, has resigned 
to enter private business. 


COMPANIES 
State Mutual Has 
100th Anniversary 


WORCESTER, MASS.—The 100th 
anniversary of the founding of State 
Mutual Life was celebrated at the home 
office here. President George Avery 
White cut a large, gaily decorated birth- 
day cake bearing 100 candles. Chandler 
3ullock, chairman of the board, re- 
viewed the company’s accomplishments 
in the past 100 years. The employes 
Fellowship Club presented a pageant 
depicting outstanding events in the 
company’s history. 

The company was chartered by the 
Massachusetts legislature in 1844 and 
formally began business June 1, 1945. 
Directors first set the maximum risk 





at $5,000, but later increased it to 
$10,000. Risks up to $225,000 are ac- 
cepted today. The first policy issued 


was one of straight life for $3,000, with 
an annual premium of $80.11. The pres- 
ident received a salary of $200 a year, 
and the treasurer $150. 





Pacific Mutual Life’s Report 

Assets of Pacific Mutual Life stand 
at $273.367,335, an increase of $10,514,- 
192. The corporate surplus was in- 
creased to $7,112,808 and a special cor- 
porate reserve of $1 million was cre- 
ated. Capital is $1 million and there is 


* $800,178. of surplus allocated exclusively 


to the participating life department. 
Government bond holdings exceed $73 


million. Benefit payments were $17,- 
674,886. New life insurance was $50,- 
565,680, increase 32%. Insurance in 
force is $622,659,773. 


Jefferson Nat'l Increases Capital 


Stockholders of Jefferson National 
Life have voted to increase its capital 
from $200,000 to $300,000. President E. 
Kirk McKinney reported $18,572,578 of 
life insurance in force on Dec. 31, and 
admitted assets of $1,498,572, a gain of 
29.6% in new business and 27.8% in 
admitted assets. 


Sun Life’s Handsome Report 


In spite of present day difficulties and 
restrictions, Sun Life of Canada has got 
out a modern, attractive annual report 
to policyholders. It is done in two colors, 
and the illustrations, which had to be 
held to a minimum, are quite handsome. 





Sun Life of Canada has declared a 
quarterly dividend of $3.25 per share. 

Canada Life has declared a dividend 
of 59% payable April 1. 

Q. Weatherford, assistant treasurer of 
United Fidelity Life, Dallas, has been 
elected: a director. 

Leslie Waggener, vice-president of 
the Republic National Bank, and George 
N. Aldredge, vice-president of the First 
National Bank, Dallas, have been elected 
directors of Southwestern Life. 





Walter G. Gastil, manager Connecti- 
cut General Life, addressed the Life 
Agency Cashiers Association of Los 
Angeles on “The Post-War Period.” 


CHANGES 


Merselis Goes to Columbus 
as Manager of Sun Life 


Fred W. Merselis, assistant manager 
of Sun Life of Canada in Newark, will 
become manager of that company in Co- 
lumbus, O., April 12. He and Carl W. 
Brugge, branch secretary in Newark, 
who is leaving for army service, will be 
guests of honor at a farewell party given 
by Manager Boucher Wright Friday. 

Mr. Merselis has been with the New- 











ark division since 1928, first as an agent, 
then unit supervisor and finally assistant 
manager. He was treasurer of the Life 
Underwriters Association of Northern 
New Jersey. ‘ 

Mr. Brugge has been with the com- 
pany for a number of years, and went to 
Newark from the Cleveland agency. He 
was president of the Life Agency Cash- 
iers’ Association of Newark. No suc- 
cessor has been appointed to either man 
at Newark as yet. 





Barksdale Joins Occidental 

Ralph B. Barksdale has been ap- 
pointed brokerage manager in the St. 
Louis branch of Occidental Life of Cali- 
fornia. He entered life insurance in 
1922 as conservation representative of a 
Chicago company. His territory  in- 
cluded the entire Mississippi basin. He 
became a field assistant of Travelers in 
St. Louis and in 1929 was advanced to 
assistant manager. He left the Travelers 


post to become St. Louis manager of 
Acacia Mutual. 


Sain Joins Reserve Loan 


Joe O. Sain, supervisor of agents for 
American National, has joined Reserve 


Loan Life as Houston manager with 
offices in the Second National Bank 


building. He entered the business nine 
years ago and for two years was a top 
producer with American National in 
Houston before being transferred to 
Galveston. 


‘ 


W. M. West in New Post 


W. M. West, who has had a long ex- 
perience in the accident and health 
field, is now connected with Lumber- 
men’s Mutual Casualty at the head 
office. Lumbermen’s Mutual is prepar- 
ing to expand its A. & H. activities. 
Mr. West lately has been with Conti- 
nental Casualty in Texas. He started 
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PROCEEDS OF 
LIFE INSURANCE 


Financial statements of many life insurance com- 
panies feature the total amount of the money paid 
to beneficiaries. Back of these somewhat impressive, 
yet, cold figures, there is a wealth of human pathos 
which, when told, would be a saga of human 


The Life Underwriters, with even a few years of 
sales experience—and certainly those gray-haired 
veterans of many years of service—know full well 
that but for their patient insistence only an unbe- 
lievably small amount of those enormous figures— 
“total payments to beneficiaries”—would have been 


The Company Executives know full well that the 
permanence of a life insurance company’s organiza- 
tion also has made possible these tremendous fig- 
ures—"the yearly total payments to beneficiaries 


Thus, as the many years of life insurance service 
of the Great Southern Life pass into history these 
“guaranteed payments” become increasingly more 
significant—they reflect the persistent, patient efforts 
of Great Southemers as they persuade friends to 
future economic security 
through the services of this Company. 

Through the years to come, as in the past, we 
look with pride and confidence to the future and 
with faith in our land. Ours is a privilege to serve. 





GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


L. S. ADAMS, PRESIDENT 
HOME OFFICE: HOUSTON, TEXAS 
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HIGHLIGHTS FROM THE ANNUAL REPORT 


Atlantic's progress was greater in 1943 than in any preceding year since 1931. 

New business of the Company in 1943 showed an increase of 70% over that of 1942. This 
compares most favorably with sales of ordinary life insurance as a whole, which were 12% 
above those of the preceding year. 

The growth of new business, coupled with a marked decrease in the amount of insurance 
terminated and the excellent mortality experience, enabled the Company to record a gain 
of insurance in force of approximately $6,750,000. Insurance in force now stands at 
$143,820,497. 

Assets increased to $38,721,939.21, the highest point in the Company's history, more than 
one-fourth of which are invested in U. S. Government bonds. 

Payments to policyowners and beneficiaries in 1943 exceeded $2,250,000, increasing total 
payments to policyowners and beneficiaries since the company's organization in 1899 to 
$63,750,000. 

Agency and Managerial opportunities available in Virginia, North Carolina, 
South Carolina, Maryland, District of Columbia, West Virginia, Tennessee and 


ATLANTIC 
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RICHMOND e VIRGINIA 


Organized in 1899 














United Life and Accident 


Insurance Company 
Concord, N. H. 


Representatives Have Something Unusual to Sell 


Ask the man who owns a United Life and Accident 
Insurance contract which contains: 


. Life Insurance 

- Double Indemnity 

- Triple Indemnity 

- Non-cancellable Accident Insurance 
. Waiver of Premium 


For Details Write 


WILLIAM D. HALLER 
Vice President and Agency Manager 
Concord, N. H. 
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GLOBE LIFE INSURANCE COMPANY 
OF ILLINOIS 


Offers Illinois Agents 
Exceptional Agency Opportunity 
VERY ATTRACTIVE CONTRACTS 


a 


COMPLETE LIFE INSURANCE 
COVERAGE— AGES 0-60 


Excellent Line of Juvenile Policies 
FULL BENEFIT AGE 5 
Coase SSS 
For Particulars Write Home Office—Address Since 1895 
431 South Dearborn St., Chicago, Illinois 
WM. J. ALEXANDER, PRESIDENT 





with that company in Dallas, then he 
engaged in agency work in St. Louis 
and Denver and in 1940 became presi- 
dent of United Life of Kansas. When 
that company was taken over by Frank- 
lin Life, Mr. West became vice-presi- 
dent and general manager of the A.&H. 
department of Franklin and then about 
a year ago returned to Continental. 





Ellis & Ellis Agency Appointed 


Security Life & Accident Denver, has 
appointed Ellis & Ellis as manager in 
the Laredo, Tex., territory. Will P. 
Ellis will develop the life business. 





Troy C. Markle has been appointed 
general agent of Farmers & Bankers 
Life at La Junta, Col. 


COMPANY MEN 











L. S. Adams Is 
New President of 
Great Southern 


L. S. Adams has been elected presi- 
dent of Great Southern Life, to succeed 
the late E. P. Greenwood. Mr. Adams 
has been executive vice-president for 
the past nine years. 

Starting as a clerk in the accounting 





L. S. ADAMS 


department in 1911, two years after the 
company was organized, Mr. Adanrs 
rose from cashier in 1912 to assistant 
secretary in 1914; in 1918 he was elected 
secretary and assistant treasurer, and in 
1922 he was advanced again to secretary 
and treasurer. He was then elected 
vice-president and treasurer in 1923— 
and from that position he was advanced 
to executive vice-president in 1935. 
Two new directors were added to the 
list, Dr. N. P. Doak, medical director, 
and A. M. Cameron, company auditor. 





Marshall B. Simms Named 
Superintendent of Agents 


Continental Assurance has promoted 
Marshall B. Simms from assistant su- 
perintendent of agents to superintendent 
of agents. He will be responsible for all 
inside home office agency functions. 

He joined Continental in 1923, imme- 
diately after graduation from high school 
in the policy issue department and trans- 
ferring shortly to the collection depart- 
ment. In 1927 he was transferred to the 
home office agency staff. 

From 1932 to 1936 Mr. Simms traveled 
in Wisconsin, appointing new agents and 
helping to develop new business. At the 
end of that time he returned to the home 
office as head of the new business de- 
partment. The next year he resumed 


agency work as assistant superintendent 
of agents under W. E. White, director of 
agencies. 


Litz Field Director 
of Union Life, Ark. 


A. Walton Litz has joined Union Life 
of Little Rock, as vice-president and 
agency director. He has spent 20 years 
in the life insurance business in Ten- 





A. WALTON LITZ 


nessee, Kentucky and elsewhere. He is 
a C. L. U., has served as trustee of the 
American Society of C. L. U. as com- 
mitteeman of the National association 
of Life Underwriters, and is a_ past 
president of the Tennessee Association 
of Life Underwriters, Nashville associa- 
tion and the Nashville Managers Club. 
Mr. Litz started in 1923 at Dyersburg, 


Tenn., with American National after 
graduation from University of Ten- 


nessee. He became a leading agent, 
then general agent. In 1928 he was ap- 
pointed general agent in Nashville by 
Great Southern Life, in 1939 manager of 
Franklin Life. The next year he was 
appointed manager of agencies by Com- 
monwealth Life of Louisville, directing 
the ordinary field force. 





Blashill Marks 25th 
Year with Ohio National 


Stuart J. Blashill, secretary of Ohio 
National Life, was guest of honor at 
a dinner celebrating his 25th anniver- 
sary with the company. Officers of the 
company and their wives attended the 

















Ss. J. BLASHILL 


dinner and guests from the field in- 
cluded J. W. Millholland, general agent 
at Columbus, O., and George C. Hill, 
home office field supervisor, and theif 
wives. 

Mr. Blashill has directed the secre- 
tarial affairs of Ohio National since 
1922. He joined the company in 1919 
as assistant actuary and with the excep- 
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tion of President Troy W. Appleby has 
the longest service record of any com- 
pany officer. 





Montgomery Medical Head 
of North American Re 


Dr. J. T. Montgomery has been ad- 
vanced from assistant medical director 
to medical director of North American 
Reassurance, succeeding Dr. E. W. 
Beckwith, who becomes consulting med- 
ical director. 

Assistant Secretary Henry M. Cathles 
has been made assistant treasurer as 


well. He takes over the duties of W. 
R. Chappell, assistant treasurer, who 
has been granted leave of absence and 
leaves for navy training this week. 

W. S. Connell, assistant actuary, has 
also been made assistant secretary. 





Litchfield Moves to Bogota 


Galen D. Litchfield, recently ap- 
pointed superintendent of agencies, 
Latin-American division, of United 


States Life, has left for Bogota, Colom- 
bia, to manage the South American 
agency force. En route he will visit the 
Havana office, managed by A. H. Win- 
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ston, to study the Latin-American mar- 
ket. Mr. Litchfield has spent many 
years in the foreign field. He took over 
supervision of Far Eastern affairs of 
U. S. Life in 1941, and was instrumen- 
tal in safeguarding interest of policy- 
holders after the Japanése took over 
Shanghai and sought to “salvage” sur- 
render values of policies. He was in- 
terned by the Japanese, and only re- 
cently was repatriated. 





Talbott Joins Ky. Home Mutual 


J. Dan Talbott, former Kentucky state 
auditor and director of finance, has 
joined Kentucky Home Mutual Life as 
vice-president in charge of conservation. 

As state auditor 1931-35 he had gen- 
eral supervision of the insurance depart- 
ment and was active in the reorganiza- 
tion some years ago of Inter-Southern 
Life into Kentucky Home Life, which 
later mutualized and became the Ken- 
tucky Home Mutual Life. 

Last fall Mr. Talbott was defeated for 
Congress in a Repubican landslide. Just 
before that he was assistant state direc- 
tor of the War Manpower Commission. 





Donald C. Watson, managing trustee 
of Century Shares Trust and an officer 
of Harriman Ripley & Co., investment 
firm has been elected a director of Co- 
lumbian National Life. 

Continental Life of Toronto has ap- 
pointed T. H. Hooper assistant super- 
intendent of agencies. 

Paul W. Ussery of Dallas and Hugh 
Franklin, Jr., of Birmingham, Ala., 
have been elected directors of Fidelity 
Union Life. 

John J. Kettle and B. H. Majors have 
been elected directors of Reserve Loan 
Life. 

Curtis E. Calder, president of Ameri- 
can & Foreign Power Co. of New York, 
has been elected a director of South- 
land Life. 








Insurance Racketeer to Prison 


LOUISVILLE — J. M. Landau, ar- 
rested some weeks ago for operating an 
insurance swindle, pleaded guilty to three 
charges of obtaining money on false 
pretenses and was sentenced to nine 
years in prison. 

He was reported wanted also in Ohio, 
Indiana, Illinois, Tennessee and Mich- 
igan. His racket was to call on widows 
shortly after the death of their husbands, 
claim that he represented a life com- 
pany, that the husband had carried a 
policy in the company, but that there 
was a past due premium, which if paid, 
would entitle them to collect anywhere 
from $3,000 to $10,000. 


North American Reassurance Co. 


99 John Street 


Lawrence M. Cathles, Pres. 





New York 





SALES MEETS 


Low Lapse Rate 
Indicates Public's 
High Regard 


NEW OFFICERS ELECTED 


The General Agents Association 
of Provident Mutual Life meeting in 
Chicago elected new officers: Joe B. 
Long, Knoxville, Tenn., president; 
Hobert E. Brake, Sioux City, vice- 
president; Eber M. Spence, Indian- 
apolis, secretary-treasurer; Ernest 
H. Perkins, Albany, auditor; and 
Henry Blohm, Cincinnati, executive 
committeeman. 





The high value which policyholders 
are attaching to their life insurance is 
emphasized by the new low record in 
lapse and surrender terminations in 1943 
despite increased tax burdens and war 
problems, President M. Albert Linton 
declared at Provident Mutual Life’s an- 
nual General Agents Association meet- 
ing in Chicago. Although such termi- 
nations for Provident Mutual reached 
a low point of 2.4% in 1942 this record 
was bettered last year when a new low 
of 1.5% was reached. 

Attention should be concentrated on 
agents still on the job, George P. Shoe- 
maker, New York, association president 
declared. To recruit new men “there 
must be something about our agency 
that will atract men,’ James H. Cowles, 
Los Angeles, emphasized. Rather than 
selling a “bill of goods” more can be ac- 
complished by honestly discussing with 
prospective agents whether or not they 
should enter the business, Mr. Cowles 
said. 

The general agent’s prime function is 
to be a provider of opportunities for 
those with aptitudes to become produc- 
ers, Joe B. Long, Knoxville, pointed out. 
“To write life insurance, you must love 
your fellow men. To be a real general 
agent, you must worship him. You're 
a cross between a mother hen and a 
guardian angel.” 


Must Consider Problem 


In presenting pension trusts, it is im- 
portant that the approach be made with 
the employer’s problems in mind, Bur- 
ton F. Vessey, Minneapolis, declared. 
Stress should be placed on the unavoid- 
able problem of employe depreciation. 
It is wise to look into the situation for 
relatives and others who might take a 
pension trust away after the agent has 
spent hours in developing it, Alex M. 
Hammer, Boston, advised. Pension trust 
prospecting must be done carefully to 
avoid time consuming postponements 
and deferments. 

A strong argument for juvenile sales 
is to help the child accumulate money 
which will be difficult in the long post 
war era of heavy taxes, W. H. Blohm, 
Cincinnati, said. Persistency on juvenile 
business is good and it is easy to sell. 


New Social Security Plan 


A new social security direct mail com- 
paign approach was presented by a 
panel composed of George N. Quigley, 


Denver; Nelson A. White, advertising 
manager, and Steacy E. Webster, Pitts- 
burgh. Social security sets up situa- 


tions under which more than ever the 
average man must buy life insurance, 
Mr. Quigley pointed out. It spotlights 
needs, intensifies situations and give the 
agent an opportunity to present a defi- 
nite sales idea. 

With an expertly constructed product, 
public acceptance and training must go 
motivation, Willard K. Wise, vice-presi- 
dent, emphasized. Logic and merchan- 
dise doesn’t seem to be enough, as dem- 
onstrated by the easy close before rate 
and clause changes. Paul Speicher, R. 
& R. Service, predicted an increase in 
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living standards with an increasing need 
for life insurance. 


National L. & A. Holds 
Managerial Parleys 
CINCINNATI—National Life & Ac- 


cident held a two day annual business 
conference of 30 managers from the 
eastern territory here. E. B. Stevenson, 
executive vice-president, was in charge 
of most of the sessions, assisted by 
J. E. Wills, vice-president and manager 
of ordinary; E. L. Stritch, vice-president; 
Charles Luker, superintendent of agen- 
cies; R. E. Musto, eastern manager; 
W. J. Whitley, supervisor of the eastern 
territory, and Powell Stamper, manager 
of sales promotion. 

30-year service pin was presented 
with special ceremony to Charles Mor- 
gan, Cincinnati manager. 

Mr. Stevenson remarked upon the per- 
sistency of business today. He com- 
mented on promotions “within the 
ranks,” naming F. R. Garibaldi, recently 
transferred from Pittsburgh to Phila- 
delphia and R. T. Flynn from Youngs- 
town to Harrisburg. According to Mr. 
Stevenson, National L. & A. led all 
companies in percentage growth in 
assets in 1943. The meeting was the 
third in a series being held in the com- 
pany’s four territories. 


Equitable, Iowa, to Hold 
Four Regional Meetings 


Equitable Life of Iowa will hold four 
regional meetings or “junior conven- 
tions” in April for agents and general 
agents. The meetings will be in Pitts- 
burgh, April 6-8; Chicago, April 11-13; 
Des Moines, April 17-19, and San Fran- 
cisco, April 24-26. The first day of 
each regional will be for general agents 
only. 

The home office delegation at each 
meeting will be headed by President 
Fred W. Hubbell, R. E. Fuller, agency 
vice-president; R. C. McCankie, under- 
writing vice-president; P. C. Irwin, ac- 
tuary; Dr. R. R. Simmons, medical di- 
rector; E. E. Smith and E. E. Cooper, 
assistant agency vice-presidents. 

_ Qualification for attending the meet- 
ings is based on business written and 
examined Jan. 1-March 31. 


NEW YORK 


LAUER APPOINTS HERTAN 











3ernard Hertan has been appointed 
brokerage manager of the M. J. Lauer 
agency of Continental American Life in 
New York City. He has been with 
Continental American since 1937 and as 
a personal producer has developed his 
business through auditing and program- 
ming. He has made various company 
clubs, including the president's club. 


WINS SLUM CLEARANCE FIGHT 


An effort to block Metropolitan Life’s 
postwar slum clearance project in the 
“gas house district” of New York City 
failed when Supreme Court Justice 
Shientag refused to issue an injunction 
sought by E. D. Pratt, a sociologist. 
The project, to be called Stuyvesant 
Town, calls for the razing of 18 city 
blocks on the east side. Mr. Pratt 
questioned the constitutionality of the 
contract signed by the City last August, 
contract signed by the city last August, 
emption and the right of eminent do- 
main, which makes it possible to raze 
the present structures. He also attacked 
the contract on the ground that Negroes 
would not be accepted as tenants. 

Justice Shientag denied the constitu- 
tionality plea on the ground that the 
redevelopment companies law, under 
which the contract was granted, had 
been upheld as constitutional by the 
court of appeals, New York’s highest 
court, in an action brought: by a tax 
payer in the area and the U. S. Supreme 
Court refused to review the decision. 

As to racial discrimination, Justice 
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Moynahan Now in Line for 
Chicago President 


J. H. Brennan, Fidelity Mutual, past 
president Chicago Association of Life 
Underwriters, has been named chair- 
man of the nominating committee to 
prepare a slate to be voted on by mail. 
J. D. Moynahan, manager Metropolitan 
Life, first vice-president for the last 
year, is in line for president. The elec- 
tion results will be announced June 12 
at the annual meeting. 


Hartshorn Tells Some Ways 
to Sell on Present Market 


NASHVILLE—“Conditions for sell- 
ing life insurance today are ideal—ex- 
actly what any agent would have asked 
for, if given a chance to order it,” W. 
W. Hartshorn, superintendent of agen- 
cies for Metropolitan Life’s southern 
division, told Nashville Association of 
Life Underwriters at a meeting. 

He recommended the social security 
approach, use of the telephone in lining 
up prospects, and calling on the wife 
at home rather than the husband at 
work. 

Many agents complain that their good 
prospects are going into the army. They 
should not drop such prospects, but in- 
stead should ask whether there is any- 
thing they could do to help solve insur- 
ance problems. They can ask who is 
taking the civil places of these men and 
then call on them, for the chances are 
they are being promoted, or are getting 
an increase in income or improved cir- 
cumstances. Talking to the father of a 
son in the army who has taken out $10,- 
000 government insurance with the 
father as beneficiary may produce an- 
other $10,000 on the father’s life for the 
purpose of seeing the son through when 
he returns from war if the father has 
died. 


Turning Loose the Salesmen 


“We are working in an insurance mar- 
ket. We haven’t got the same postwar 
problems as others have, but after this 
war we are in for the darndest competi- 
tion that we have ever had. One of 
these days industries will begin school- 
ing the greatest force of salesmen that 
were ever turned loose on the American 
public. All their expectations are based 
on the fact that the folk who are buy- 
ing bonds now after the war expect to 
cash them out and buy new homes, au- 
tomobiles, radios. How much of that 
postwar money is spent for life insur- 
ance depends entirely on you.” 





Shientag recalled that Chairman F. H. 
Ecker of Metropolitan had said it was 
not the intention to provide accommo- 
dations for Negro families but for the 
type of tenants “predominantly resident 
in that section and the surrounding 
area.” The court pointed out, however, 
that Mr. Ecker was expressing a per- 
sonal opinion and the directors had 
taken no position and that “a court of 
equity will not act in anticipation of 
possible future controversies which may 
never take place.” 


Prudential Handles Soldier 
Vote Task in N. J. 


Prudential at its own expense is tak- 
ing over the preparation of names and 
addresses of New Jersey’s 425.000 citi- 
zens in the armed forces for use in the 
November elections. 


Herbert B. Dow, 86, actuary of New 
England Mutual Life, died at his home 
in Woburn, Mass. He joined the com- 
pany in 1891, and was active until his 
retirement in 1939. He was a life mem- 
ber of the Actuarial Society of Amer- 
ica. His son, Roland B. Dow, is as- 
sistant actuary of New England Mutual. 


Headliners Slated for 
Cincinnati Congress April 21 


CINCINNATI—Senator Bridges of 
New Hampshire will be the luncheon 
speaker at the Cincinnati sales congress 
April 21. Other speakers include F. G. 
Holderman, manager of Equitable So- 
ciety at Washington; E. L. Reiley, gen- 
eral agent Penn Mutual at Cleveland; 
Woolf Guon, manager Metropolitan in 
Chicago, and E. B. Thurman, New Eng- 
land Mutual general agent, Chicago. 

The proper philosophy of selling, 
intelligent use of outside influences as 
sales aids, and straight thinking are 
the three essentials today, Earl M. 
Schwemm, Chicago manager of Great- 
West Life, declared in his address here 
last Friday. 

To develop a sound sales philosophy, 
Mr. Schwemm urged agents to keep in 
mind that insurance has a monopoly on 
certain of its special characteristics and 
that it is “humanly sound” as well as 
mathematically sound in that “it fits into 
life as life happens.” 

‘Remember that life insurance prop- 
erly sold is of more value to the buyer 
than the commission is to the seller, 
and get excited over life insurance,” he 
continued, “because of life insurance and 
not because of a contest or rate 
changes.” 

Look at all outside influences.such as 
taxes, tax regulations, low interest rates, 
etc., as sales aids, he advised, and make 
every effort to anticipate the trends of 
these influences, bearing in mind that 
there is nlenty of selling today on the 
first or second call. According to Mr. 
Schwemm, the trend is away from sell- 
ing friends and definitely towards buy- 
ing from the intelligent agent. 

Have a reason for each call, Mr. 
Schwemm recommended. There are only 
three possible reasons to call—to become 
acquainted and get data, to follow up 
a referred lead, or to sell. Decide on 
the reason in advance, and see the man 
on that reason, he counseled. 

W. T. Craig, Aetna Life, chairman 
membership committee, announced that 
the association has 331 paying members, 
in addition to 43 now in service and 
11 honorary members, making a total 
of 385, a gain from 293, the figure last 
June. 


Warns Against Overdoing 
Extensive Prospecting 


Charles Kuttler, district agent of Na- 
tional Life of Vermont at Davenport, 
Ia., spoke on prospecting and finding 
one’s individual market at a meeting of 
the Cedar Rapids (Ia.) Association of 
Life Underwriters. 

For 15 years he has produced over 
$250,000 a year. There are two meth- 
ods of market cultivation, extensive and 
intensive. He suggested extensive culti- 
vation might be overdone and that suc- 
cess depended upon maintaining a proper 
balance between the two methods. 

He said if every agent had a complete 
picture of all the relatives of his policy- 
holders he would have a profitable pros- 
pect list. Programming is the ideal way 
to sow seeds for future sales, he said. 
In making repeat sales to clients it is 
important to “hit them with an idea 
when they have the buying power.” 


Missouri Meeting May 25-26 


The annual meeting of the Missouri 
Association of Life Underwriters will be 
held in St. Louis May 25-26. The sales 
program will be staged by the St. Louis 
association in charge of President 
George Means, manager Metropolitan 
Life. The business session will be held 
on Thursday followed by a banquet for 
general agents sponsored by the Gen- 
eral Agents Association of St. Louis. 
State directors will meet after the ban- 
quet. <A second business session at 
which officers will be elected will be 
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held Friday morning after which the 
sales congress will get underway. 


Davies Elected in S. F. 


SAN FRANCISCO—Robert A. Da- 
vies, New York Life, has been elected 
chairman of the Quarter Million Round 
Table of the San Francisco Life Under- 
writers Association. J. Wayland Bar- 
nette, Northwestern Mutual Life, was 
elected vice-chairman, and Harry N, 
Graubart, Metropolitan Life, secretary- 
treasurer. There are now 47 San Fran- 
cisco members and 14 members from 
outlying districts. Annual dinner will 
be held next month. 


Hold N. J. Sales Congress June 22 


NEWARK—tThe sales congress com- 
mittee of the New Jersey Association of 
Life Underwriters has decided to hold a 
sales congress here June 22. There will 
be no luncheon or banquet, and the ac- 
tivities will be limited to an afternoon 
session. 

There will be three outstanding 
speakers, one of them probably Holgar 
J. Johnson, president Institute of Life 
Insurance. The state association, local 
life underwriters association and C.L.U. 
chapter will elect officers. Carlton W. 
Cox, president of the state association 
will be master of ceremonies. 


Worthington Speaks in South 

William P. Worthington, vice-presi- 
dent and superintendent of agencies 
Home Life of New York, addressed life 
underwriters associations of New Or- 
leans, Jackson, Miss., and Greensboro, 
N. C., emphasizing the important place 
in the community of the successful 
agent. Mr. Worthington and E. C. 
Kelly, Jr., assistant superintendent of 
agencies, also visited several southern 
agencies. 


Lansing, Mich.—H. Bruce Palmer gen- 
eral agent of Mutual Benefit Life, Flint, 
Mich., and president of the U. S. Junior 
Chamber of Commerce, recently chosen 
as one of the 10 outstanding young men 
of 1948, addressed a joint meeting with 
the Lansing Junior Chamber on “Ag- 
gressive Optimism.” He appealed for a 
modernized outlook on business on the 
part of executives, citing specific in- 
stances in which cooperation with work- 
ers has created highly successful busi- 
nesses. 

He was accompanied to Lansing by C. 
E. Milner, Great West Life, Flint, presi- 
dent of the Michigan association. 

Kansas City—Ernest L. McClure, New 
England Mutual will conduct the meet- 
ing of the educational committee Satur- 
day featuring trust officer cooperation. 

Four trust officers from Kansas City 
banks will participate in the discussion 
on corporation and partnership insur- 
ance, life insurance trusts, taxes relating 
to life insurance, income tax and estate 
taxes and the general services performed 
by trust companies as related to the in- 
surance business. 

Jacksonville, Ill, — H. H. Bancroft, 
managing editor of the “Welfare Bul- 
letin,” official publication of the Illinois 
state welfare department, spoke on “A 
Century of the American Experience 
Table of Mortality.” Mr. Bancroft is 4 
former insurance man and related some 
of his experiences in the business. 

San Fran: ‘sco—Life insurance is look- 
ing toward .he new era and the changes 
which the war is making in the living 
standards and conditions of the Ameri- 
can people, John A. Lloyd, vice-president 
of Union Central Life, said in speaking 
on “Tomorrow Is Another Day.” 


Evansville, Ind.—W. B. Buckley, mana- 
ger Metropolitan Life, Mt. Vernon, IIL, 
Illinois state president, spoke on bene- 
fits of belonging to a local association. 
Mr. Buckley suggested membership dues 
be raised so local associations could send 
a member to state and national meetings 
at association expense. Membership now 
is 90 on a paid basis and the goal is 125 
before July 1. L. T. Petzald is putting 
in effect an idea to have councilmen from 
industrial companies, each company sé- 
lecting one councilman for every five 
members in the association who meet 
with directors upon call. 

Topeka—Chaplain Bernard J. Butcher 
of Winter General Hospital, Topeka, 
spoke March 18. Arthur J. Hamm has 
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been appointed secretary by the direc- 
tors succeeding John Ransom, Home 
Life, who has left the business. 

Milwaukee—Paul W. Cook, Mutual 
Benefit Life general agent in Chicago 
and a member of the Million Dollar 
Round Table for many years, spoke on 
“Key Man Insurance.” Twelve new mem- 
bers were introduced and it was an- 
nounced that the membership drive was 
within 22 of its goal, set for June 1. 

Montreal—E. L. Reiley, general agent 
Penn Mutual Life at Cleveland, spoke on 
“The Buyer’s Viewpoint.” 

Richmond, Ind.—Henry L. Drake, first 
vice-president of Empire Life & Acci- 
dent, spoke on the place that life insur- 
ance occupies in the estimation of the 
public today and the effect of interest 
rates upon life insurance contracts. W. 
G. Batt, Northwestern Mutual, member- 
ship chairman, reported that the paid 
membership is now 50 and that there are 
only two agents in the city who are not 
members. 

Rock County, Wis.—Arthur E. 
associate general agent of Penn 


Priebe, 
Mutual 


Life, spoke on “One Man’s Ideas” at a 
meeting in Beloit, Wis. 
Peoria—P. B. Turner, general agent 


Home Life, Kansas City, spoke on “The 
Royal Road to Renewals.” A service flag 
and roll honoring the 30 members in 
service was dedicated by L. O. Schriver, 
Aetna Life, past National association 
president. 

Certificates of 100% membership were 
presented to the Schriver agency; E. R. 
Small agency, Lincoln National; L. D. 
Chapin agency, New York Life; C. R. 
Garrett agency, Northwestern Mutual; 
and Reuling & Williamson agency, 
Massachusetts Mutual. 

The “Handbook of Life Insurance” has 
been placed in all Peoria high schools 
and business colleges by the Peoria as- 
sociation and will form the basis of a 
course in life insurance in the commer- 
cial departments, R. L, Mills, Massachu- 
setts Mutual, education chairman, re- 
ported. 

Salt Lake City—Dr. Adam S. Bennion, 
assistant to the president of the Utah 
Power & Light Company, discussed the 
American way of life, and told of the 
opportunity afforded to help preserve 
true democracy. Secretary C. D. Rich- 
ards reported the membership had more 
than doubled in the last month to 127. 

Muskegon, Mich.—George Moritz, as- 
sistant general agent at Grand Rapids 
of Aetna Life, past president of the 
Grand Rapids association, spoke. 


COAST 


Pacific Mutual Employes 
Bond Sales 202.4% of Quota 


W. H. Hodges, coordinator of the 
war finance committee of the Treasury, 
at a luncheon in Los Angeles, an- 
nounced that the Pacific Mutual em- 
ployes group had sold 202.4% of its 
quota in the Fourth War Loan drive, 
the largest percentage of quota of any 
major employe group in southern Cali- 
fornia. He presented the group the 
Treasury Department Star. Leon A. 
Soper, chairman of the Los Angeles 
Life Underwriters Association war 
bond committee, presented the Treasury 














L. A. Quarter Million Dinner 


The Quarter Million Dollar Round 
Table of Los Angeles will hold an open 
dinner meeting April 6. Dr. Rufus B. 
Von KleinSmid, president of the Uni- 
versity of Southern California, will be 
the speaker. All members of the Life 
Underwriters Association of Los An- 
geles have been invited. 





Isadore Samuels, general agent of 
New England Mutual Life, is head of 
the prospects division in the Red Cross 
drive in Denver. 
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Fraternalists Meet 
State Men on Code 


OMAHA—A day’s conference be- 
tween committees of the National As- 
sociation of Insurance Commissioners 
and National Fraternal Congress, called 
to study the code prepared several years 
ago by the congress with the purpose 
ot seeking improvement, resulted in two 
suggestions that met with favor from 
both groups, but upon which no final 
action was taken. 

One was that all soliciting agents of 
fraternals working on full time or on a 
substantial part time basis be licensed. 
This was suggested as a possible solu- 
tion of a situation that is not to the lik- 
ing of regulatory authorities and is re- 
garded as unfair in the competitive field. 
No progress has been made in the past 
because of the large percentage of addi- 
tions to membership that come from 
the work of members who desire their 
neighbors to join their lodges and do 
not operate in a commercial way. It 
was agreed it would be a hardship to 
require them to take out licenses. 


Consider Mortality Table 


Longest discussion was over the pro- 
posal made previously that the mortality 
table for fraternals be revised upward 
and the clause fixing assumption of in- 
terest be lowered from 4%. The details 


_of this proposal are now in the hands 


of actuarial committees of both groups. 
Consensus of fraternalists is that if the 
need exists it should be met, but they 
prefer to await the recommendations of 
the actuarial committees based on sta- 
tistical information and careful study. 

Both committees agreed that if im- 
provements can be made in the code it 
will find wider acceptance in the states 
where an unsatisfactory number have 
ene the congress code or its equiva- 
ent. 


Members of Committees 


The commissioners were represented 
by Sullivan, Washington; Johnson, Min- 
nesota; Neel, Pennsylvania, and Fraizer, 
Nebraska and N. F. C. by G. C. Perrin, 
Modern Woodmen, chairman law com- 
mittee; L. A. Knight, Royal Neighbors; 
E. W. Dillon, United Commercial 
Travelers, and R. T. Wells, Woodmen 
of the World, Omaha. 

Also attending were F. P. Matthews, 
Omaha, Knights of Columbus; H. L. 
Ekern, Lutheran Brotherhood; A. O. 
Benz, Aid Association for Lutherans, 
and Mrs. Grace W. McCurdy, president; 
Farrar Newberry, vice-president, and 
F. F. Farrell, manager, all of N. F. C. 

The meeting was held in Omaha be- 
cause of central location and because 
Nebraska’s fraternal code is considered 
a model. Visitors were guests at a 
luncheon given by local fraternalists, 
Mrs. Dora Alexander Talley, head of 
Woodmen Circle, being chairman. 





Pa. Fraternals Over Top 


Fraternals in Pennsylvania with $6,- 
092,750 total more than doubled their 
quota of $3,000,000 in the fourth war 
bond drive, it was reported by O. A. 
Kottler, chairman of the fraternal life 





“Since 1868”—the 
best in Life Insurance 
Service for Catholics 


CATHOLIC 
FAMILY PROTECTIVE 
LIFE ASSURANCE SOCIETY 
726 N. WATERSTREET - MILWAUKEE 2, Wiss 
Whole Family Life Insurance for Catholics 











division. He is recorder of Artisans 
gg of Mutual Protection, Philadel- 
phia. 


Slovenian Catholic Union 
Report of Examination 


A convention examination was made 
of the Grand Carniolian Slovenian 
Catholic Union, 361 North Chicago 
street, Joliet, Ill., by Illinois, Pennsyl- 
vania and Wyoming. The report states 
that the practice of the society to waive 
assessment of members on attaining age 
70 is not actuarially sound. It was 
ordered discontinued and, in fact, sub- 
sequent to the date of the examination 
the supreme committee passed a resolu- 
tion discontinuing the practice. It 
writes life, sick benefit and disability. 
The examination was made as of June 
30, showing assets $5,314,694, certificate 
reserve $4,035,584, surplus $1,204,898, 
ratio of solvency 128.49. The examiners 
found the society is in sound financial 
condition, the surplus is being currently 
invested in diversified income producing 
securities. It has $128,094,796 insurance 
in force. 





Czech Society 90 Years Old 


The Czechoslovak Society, Cicero, IIl., 
which is said to be the oldest fraternal 
benefit society in this country, ob- 
served its 90th anniversary March 4. The 
grand lodge of Illinois celebrated the 
event March 12 at a meeting in Chi- 
cago. 


Guertin Bill Is Enacted 
by Ky. Legislature 


The Guertin bill has been passed 
by the Kentucky legislature which has 
now adjourned. If the bill is signed 
Kentucky will be the 16th state to have 
enacted this legislation which provides 
for the use of a modern mortality table, 
etc. 


Industrial Insurers Date Change 


The dates of the Nashville meeting of 
the Industrial Insurers Conference have 
been changed from May 17-18 to May 
31-June 1 on account of conflicting with 
the annual meeting of the Health & 
Accident Underwriters Conference, 
which will be held in Chicago, May 16- 
18. Arrangements have been made for 
accommodations with the Hermitage, 
Andrew Jackson and Noel hotels. 
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CHICAGO 


BAKER WITH STRONG AGENCY 


Albert G. Baker, well known broker- 
age manager of Chicago, has gone with 
the brokerage de- 
partment of the 
Strong agency of 
John Hancock in 
that city. In that 
connection he is as- 
sociated with Nor- 
man W. Cahn of 
the department, and 
with Sherman M. 
Strong and D. A. 
Medaris, who op- 
erate the agency. 
Mr. Baker started 
in the business in 
1928 with the then 
Pattersonagency 
He ad- 
vanced from successful agent to the 
brokerage department, and subsequently 
was brokerage manager for the Ver- 
million agency of Mutual Life, Hill 
agency of Connecticut Mutual, and 
Swanson agency of New England Mu- 
tual. The Strong agency, which now 
has been operated on enlarged basis for 
three years in the Field building, for 
many years was run by Mr. Strong and 
his father in another location. The fa- 
cilities of the brokerage department are 
being greatly expanded. The Strong 
agency now is up among the leaders 
nationally. 








Al G. Baker 
of Penn Mutual in Chicago. 





ECONOMICS SOCIETY OPENING 


A number of executives of accident 
and health companies in Chicago and 
the insurance newspaper group were 
guests of the Insurance Economics So- 
ciety at a cocktail party in connection 
with the opening of new offices of the 
organization at 176 West Adams street, 
Chicago. Heretofore the society has 
occupied smaller quarters in the same 
building but larger space is needed now 
that the New York office has been 
closed and Gerhard Hirschfield, who 
conducts the research, and Ernest V. 
Sullivan, who is in charge of the pub- 
licity work, moved to Chicago to join 
E. H. O’Connor, director of the society. 





OPENS WOMAN’S DEPARTMENT 


H. E. English, Chicago general agent 
of Bankers Life of Nebraska, April 1 
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will open a women’s division. He has 
appointed Miss Helen F. Berden as su- 
pervisor. She is resigning from a secre- 
tarial post with Carnegie-Illinois Steel 
Company. Miss Berden will appoint 
and train women agents. 





ENTERING PENSION TRUST FIELD 

The life department of Marsh & Mc- 
Lennan, the great general insurance 
sales organization with branches in many 
cities from coast to coast, annually does 
a volume of life business alone which 
exceeds that of many substantial life 
companies. The fact is seldom pub- 
licized because the firm’s policy frowns 
upon boasting about sales records, The 
life department is under direction of 
Vice-president H. I. Potter. Besides 
Chicago it operates in the branches in 
New York, Pittsburgh, Detroit, Indian- 
apolis, Minneapolis, Seattle, St. Louis, 
San Francisco and Los Angeles. 

The Chicago office where Mr. Potter 
makes headquarters has done a large 
volume of group life and self-admin- 
istered pension plans as well as ordinary 
and endowment life business. It gen- 
erally writes $20,000,000 to $30,000,000 
of ordinary and its total volume of life 
business probably averages $80,000,000 
to $100,000,000 annually. Mr. Potter is 
a veteran life man. He has built a great 
business which is founded largely on 
the production of brokers and firm 
members. 

Marsh & McLennan now is going very 
thoroughly into the pension trust field. 
David J. Luick, general agent of Con- 
necticut General Life at Minneapolis 
for a number of years, has just gone 
with the Chicago office of Marsh & Mc- 
Lennan in charge of the pension trust 
and retirement annuity units associated 
with Mr. Potter. Mr. Luick was con- 
nected with Connecticut General for 
about 10 years and prior to that was 
supervisor of Aetna Life in the Chicago 
agency under S. T. Whatley, then gen- 
eral agent and now vice-president in 
charge of agencies at the home office. 
He is specializing in pension trusts and 
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annuities business and doubtless his 
services will be available in this highly 
technical field to other branches of 
Marsh & McLennan. M. & M. handles 
a large number of great insurance lines 
on business and industrial concerns and 
has entrée to these which can be well 
capitalized by presentation of the pen- 
sion trust idea. 





JOHN A. LYON WITH GLASSER 


John A. Lyon has joined the Joshua 
A. Glasser agency of Continental As- 
surance in Chicago as brokerage man- 
ager. He has been with Mutual Life 15 
years as statistician and instructor work- 
ing with agents and brokers. 


POLICIES 











Provident Mutual's 
Liberal Changes 


Liberalization and policy changes by 
Provident Mutual Life were discussed at 
the general agents conference in Chi- 
cago this week by President M. A. Lin- 
ton. Reinsurance limit on life and en- 
dowment plans now is $100,000, graded 
by age. Limits on certain other high- 
premium policies are greater. Provi- 
det Mutual, he said, has a single prem- 
ium, 15-year endowment. The company 
through new reinsurance channels is 
accepting more business on underaver- 
age lives, for which there are now avail- 
able special “Providor”’ and “Protector” 
policies. 

Mr. Linton said there now is a life 
policy full paid at 65. Agents not taken 
fees have been eliminated. The rate for 
discounting prepaid premiums now is 
based on a sliding scale ranging from 
1% for premiums due one year hence 
to 2% on premiums due in 10 years. 
The “Protector” policy has been made 
more attractive. Provident is consider- 
ing on their merits pension trust cases 
from its own agents. 


Tells of New Forms 


Vice-president E. W. Marshall dis- 
cussed some of the changes in forms 
which are in the hands of insurance de- 
partments for approval. The new poli- 
cies include retirement life income, ju- 
venile insurance for children under five 
years, and a protected premium agree- 
ment (payor clause) available on juven- 
ile policies at age 14 or less. 

F. Phelps Todd, vice-president, ex- 
plained the selection policy and rules re- 
lating to medical impairments, which 
have been made more helpful to agents. 





Jefferson Standard New 
Single Premium Rates 


Jefferson Standard has increased sin- 
gle premium life and endowment rates. 


The new participating premiums are 
shown below. Immediate annuities now 
are written on the same table used by 
approximately 50 of the larger compa- 
nies; that is, tables 1 and 2 of the “Lit- 
tle Gem Life Chart” and “Unique Man- 
ual Digest.” 


20 Yr. 25 Yr. 30 Yr. 

Age Life End. End. End. 
tS aeare ee $334.63 $668.85 $595.33 $534.67 
De ee iste es sie% 355.76 669.66 596.62 536.59 
; 670.78 598.45 539.37 

672.41 601.15 543.63 

674.87 605.38 550.53 

678.85 612.48 561.94 

685.70 624.37 580.57 

697.50 644.03 609.62 

717.05 674.64 651.36 

746.71 717.53 ae 

787.57 meres wee 











IN U. S$. WAR SERVICE 


E. K. Waters, a leading Peoria, III, 
producer of Business Men’s Assurance, 
has been commissioned an ensign in 
the navy and is in training at the Uni- 
versity of Arizona in Tucson. 

Peter Cook, co-manager of the Provi- 
dence, R. I., agency of Union Mutual 
Life, has enlisted in the navy as an 
apprentice seaman. 

Robert L. Rose, former advertising 
service manager of THE NATIONAL 
UnNpERWRITER, has been promoted from 
ensign to lieutenant (j.g.). He entered 
the navy in 1942 as a chief petty offi- 
cer. Lieutenant Rose is now with the 
armed guard and received the Navy 
Star for action in the Mediterranean 
area recently. 

Equitable Life of Iowa has granted 
military leaves to 116 field men since 
Pearl Harbor. Four have lost their 
lives and seven have received medical 
or over-age discharges, leaving 105 in 
active service. 

Burr Betts, treasurer, and W. O. 
Adams, agency assistant to the presi- 
dent, Security Life & Accident, Denver, 
have reported for service. 

William Rafkind, formerly with Aetna 
Life at Sheboygan, Wis., has been pro- 
moted to major in the communications 
division. 

J. H. Seiter, assistant in the group 
department of the Walter G. Gastil 
agency of Connecticut General Life in 
Los Angeles, has entered service as an 
air cadet. Harold F. Cates, formerly 
with the Gastil agency, who has been 
doing war work, will take over his 
work, 

H. M. Cullimore, Idaho state insur- 
ance director, has passed the army pre- 
induction physical examination. He ex- 
pects to be inducted some time next 
month. 








Employes of Occidental Life of Cali- 
fornia more than tripled their war bond 
quota in the recent drive. Every de- 
partment exceeded its quota and the 
company as a whole bought more than 
three times the specified amount of 
bonds. 


You're Selling More Than Just Insurance! 


Dear Joe, 


Thanks a lot for my peace of mind! 


Perhaps that sounds queer 


after | avoided discussing insurance with you... and tried to 
wiggle out of buying. Really felt | couldn't afford it. But | never 
realized how secure and PREPARED a life insurance policy can 
make a fellow feel. Frankly, I've hardly missed the small payments. 


And no more worries now about Mary and the baby if I'm not here 
to take care of them. Buddy, that means a lot! 


Sincerely, 


Mike > 





Three Days of Full Action 
at Buffalo Meeting 





(CONTINUED FROM PAGE 1) 


2. Adequate prospects—How much 
actual prospecting are we doing every 
day? 

3. Effective presentation — How good 
is our presentation? 

As a rule, managers tend to think 
that men who are easy to get are hard 
to train and men who are hard to get, 
hard to excite about the possibilities of 
the business, are much easier to train, 
Mr. French said his agency has worked 
hardest in an attempt to really excite 
the good man on a method of making 
him see himself actually doing the job, 
“To do this,” he explained, “we have 
worked out an adaptation of the dollar. 
a-week sales plan on the sale of dime. 
a-day, dollar-a-week, and $5 and $10-a- 
month savings. It is easy to learn. Our 
new men can approach prospects on a 
simple money saving plan with less 
training than any other way we know 
and we have plenty of proof of its suc- 
cess in operation.” 

One new agent who wrote 48 appli- 
cations for $156,000 in his first three 
months made 41 sales on the saving 
plans. This year he is averaging just 
under $40,000 a month with a closing 
ratio of 1 out of 3% interviews. “We 
were in competition with another big 
company in appointing this agent,” Mr, 
French said. When asked afterward 
why he favored New York Life, the 
agent said, “The definite plan you had 
for me to follow.” 





Bill to Extend SS Benefits 


WASHINGTON—Extension of Title 
II of the social security act to em- 
ployes of states, political subdivisions 
thereof, and instruments of such gov- 
ernmental unit, also to self-employed in- 
dividuals, is proposed in a bill intro- 
duced by Rep. Bennett, Michigan. 





Last Year 

Citizens of USA spent 
$6 billion for hooch! 
Check that with total 
life premiums paid. 
Many might taper off 
a bit and increase 


their insurance. 


Nat ihonalye 
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Home Office, Madison 1, Wisconsin 
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Sales Ideas and Suggestions 


come tax of 46% is reduced to $408.24. 
This net annual income if reinvested and 


Life Insurance to Direct 
Dollars, Forum Subject 





An effective approach in selling busi- 
ness insurance was given by Isadore S. 
Stein of the Lustgarten agency of Equi- 
table Society in Chicago in the Satur- 
day sales forum of the Chicago Asso- 
ciation of Life Underwriters. This is 
based on an appeal to cover the widow 
of a key man by paying her a pension 
for a number of years which is funded 
by life insurance, ; ; 

Life insurance in an appropriate 
amount on the life of a key man, bought 
and paid for by the corporation which 
makes itself the beneficiary constitutes 
no part of the insured’s estate either for 
federal estate tax or state inheritance 
tax upon death of insured, he said. The 
death proceeds of such life insurance do 
not constitute any corporate income sub- 
ject to income taxes. Premiums on 
such life insurance paid by the corpora- 
tion are not deductible for income tax 
purposes. The cash values prior to 
insured’s death are a corporate asset. 
Such cash values of reasonable amount 
on key men insurance are considered a 
necessary business investment and there- 
fore constitute no part of an unreason- 
able surplus. 


Methods Are Contrasted 


Upon the insured’s death, enrichment 
of the corporation by the difference be- 
tween the proceeds and cash values 
would not enhance the taxable value of 
the corporate stock for death tax pur- 
poses if properly set off by a charge 
for the loss sustained, Mr. Stein said. 
He noted that if the corporation wished 
to provide that the wife of a key man 
within 10 years if he should die would 
be paid a pension of $10,000 a year for 
seven years, it would require a fund of 
$70,000, which if funded by life insur- 
ance would call for a premium of about 
$2,100 annually or $21,000 in 10 years. 
If the key man should die at the end of 
10 years the corporation would have 
paid out $21,000 but would be that 
much short of having the necessary 
$70,000 to pay out to the widow. 

Mr. Stein pointed out that under $100,- 
000 of ordinary life insurance bought 
with an annual premium of $3,000, if 
the key man should die at the end of 
10 years the corporation would have 
paid out $30,000 but would receive $100,- 
000 so it would be reimbursed for its 
outlay and have the $70,000 to pay to 
the key man’s wife over the next seven 
years. He said the corporation would 
have an additional advantage in the use 
of any undistributed portion of the $70,- 
000 


If the key man should not die at the 
end of 10 years the company could plan 
the deal for a reasonable number of 
years, as for example up to the time 
when he would be likely to retire. If 
the key man should die prior to the 
end of the period for which the plan 
had been calculated the corporation 
would receive non-taxable cash in ex- 
cess of the total of its outlay for pre- 
miums and payments to his wife. Mr. 
Stein said that so far as it stands this 
appeals to his clients as a grand deal. 
But in addition the courts have held that 
Payment by a corporation to the spouse 
of a deceased valuable employe of a rea- 
sonable pension, or continuance to her 
of all or a substantial part of the de- 
ceased’s salary for a reasonable period 
of time, is qa valid deduction as an ex- 
pense for income tax purposes. Mr. 
Stein recently closed a $375,000 case 
on this plan, involving $125,000 insur- 
ance on each of three lives. 

_ Accumulating funds to provide income 
lor dependents is a social obligation 
which many men and women do not ade- 


quately assume, H. A. Franke, National 
Life & Accident, declared as lead-off 
man in a panel discussion of “Directing 
Dollars to Meet Today’s Financial 
Needs.” Eugene Rappaport, Pacific Mu- 
tual, was panel leader. Six speakers 
gave methods of making prospects sit up 
and take notice today. 

Mr. Franke said many agents doubt- 
less when they meet prospects of this 
type hurry on to someone who appar- 
ently has a greater social consciousness, 
but he questioned whether in many in- 
stances this is not an honest objection 
due to the prospect having become dis- 
couraged in his search for a plan that 
would allow him to accumulate enough 
money out of today’s earnings to do the 
job of providing a living income to wife 
and children in case he dies. 


Gives His Suggested Approach 


The approach is that the agent has a 
plan which allows the prospect to spend 
all of today’s income except 10 cents of 
every dollar. Mr. Franke suggested of- 
fering the family income plan or its 
equivalent. The man who is making 
$3,500 annual income can set aside 10% 
of it to provide a $10,000 family income 
policy which would pay $100 monthly 
income for the balance of 20 years after 
his death, then would pay the face value. 
The life insurance plan of a stipulated 
fund to provide income long has been 
the only workable plan, Mr. Franke 
said, and public acceptance has proved 
it beyond a doubt. Under today’s con- 
ditions it is still more attractive and de- 
sirable. ; 

Accumulating funds for personal in- 
come was discussed by W. C. Peck, IIli- 
nois department manager of Reliance 
Life. Using the old method of, saving 
to accumulate capital to provide in- 
come in later years the prospect would 
have to save about $1,875 yearly from 
age 40 at 65 to accumulate slightly 
over $60,000 in order to provide $100 
monthly income on 2% interest basis. 
Using the life insurance .solution, ap- 
proximately $500 annually would pro- 
vide $8,000 of income at age 65 which 
with accumulated dividends would pro- 
vide $100 monthly income for life after 
that age. 


Trends in Opposite Directions 


The average man is faced not only by 
the problem of increased income taxes 
but by lower investment income. The 
trend of taxes and interest is in opposite 
directions, Mr. Peck said, and the prob- 
lem becomes more complex year by 
year. 

A good sales idea to take to men 
who have some money to invest but do 
not need current income from the in- 
vestment holdings to maintain their cur- 
rent expenses is to defer income to some 
future time when it will be needed, 
when the tax probably will be lower be- 
cause the tax crisis has passed and 
because the man’s income is_ smaller, 
B. H. Groves, manager of Travelers, 
stated in a talk on investing lump 
sums for income. Single premium en- 
dowment offers such an investor a rare 
opportunity to secure a deferred income 
investment of the highest caliber, Mr. 
Groves said. A 15 year endowment 
bought at age 45 with a single premium 
deposit of $30,252 has an estate value 
of $39,000 and a cash value at age 60 of 
a like amount, and provides an inter- 
est accumulation of $8,748, The endow- 
ment plan shows a profit of about $9,000 
and carries the life insurance element as 
well, while another investment bought 
to yield 214% net after expenses, or $756 
on a like amount of principal, after in- 


compounded for 15 years would amount 


to $7,503. In case of death with the 
endowment contract there would be no 
costly administration, but the estate 
would pass directly to heirs at a saving 
on that item alone of 10% or about 
$3,000. 


Endowment Is Adaptable 


The endowment contract also is much 
more flexible. If it is desired not to 
have the face amount fall due subject 
to high tax in any one year, the ma- 
tured endowment could be taken in in- 
come for life or for a limited period, 
when the owner would report as taxable 
income only 3% of the purchase price 
or slightly over $900 annually, the bal- 
ance of income being assumed to be 
refund of principal. 

James G. Hill, general agent of Con- 
necticut Mutual, discussed making pro- 
visions for increased taxes. 

“Increased taxation has certainly cre- 
ated an enormous new market for us, 
a market that we should take advantage 
of,” he said. “A lot of your clients per- 
haps do not realize the situation their 
estate would be in in the event of their 
death today. They need some one to 
point out to them the amount of money 
the government will take in taxes, 

“On the other hand, there are some 
of your clients that realize they need 
more cash for taxes in the event of 
death but due to higher income taxes 
they are unable to set aside additional 
reserve, or even to take on the pre- 
miums for additional life insurance. This 
man is still a prospect for us. What 
can we do? Have we anything to offer 
him that may meet his situation? We 
definitely have.” 

He illustrated with a case of a man 
age 50 who set aside $33,000 to meet 
taxes in event of his death but now finds 
he needs $50,000 for that purpose. “If 
this man would take the $33,000 he now 
has and purchase a $50,000 single pre- 
mium ordinary life policy, the cost be- 
ing slightly over $32,000, his problem 
would be solved and the benefits to the 
insured are enormous. 


Six Benefits Are Shown 


“(1) At once this man creates the 
full $50,000 death tax fund needed; (2) 
he creates an emergency income for him- 
self in case his other investments should 
turn sour in later years; (3) he converts 
ordinary investment with all dangers of 
loss involved into a guaranteed value 
investment; (4) he eliminates the cost 
of administration, usually at least 10%; 
(5) he has a collateral contract of high- 
est value, whose cash value rises stead- 
ily, and, (6) he has the optional settle- 
ment rights unknown to investments 
outside the life insurance field.” 

If the man objects that he has the 
money invested and is increasing his es- 
tate by the amount of the interest on it, 
the agent has a very good answer, Mr. 
Hill said. This man because he is in 
an upper income tax bracket, assuming 
he could earn 3% on the investment be- 
fore taxes and thus could take home only 
around 60 cents on the dollar after taxes, 
would find the $33,000 would yield $990 
a year, of which he could take home 
only $594 which invested each year at 
244% net after taxes would total $15,529 
after 20 years, or less than the $17,000 
by which conversion of the $33,000. of 
ordinary investment into life insurance 
immediately increases his estate. This 
presentation does not fit all prospects 
but it does precisely fit the wealthy 
man, Mr. Hill concluded. 


Helps Two Groups of People 


There is no substitute for life insur- 
ance for meeting and solving the finan- 
cial hazards of life, J. R. Hastie, man- 
ager of Mutual Life of New York, de- 
clared in a discussion of securing larger 





income from capital. There are two 
totally different groups of people today 
with similar problems, one being the 
persons with small and restricted capi- 
tal which must furnish them life-long 
livable income, and the other group the 
wealthy men and women who are going 
through the “squeezing process,” who 
now are income poor because of drastic 
curtailment in their income aggravated 
by high taxes and increased expenses. 
For the individual who may have a 
capital of $15,000 to invest and has been 
lucky in the past to receive 5 or 6% 
return on it, but has a return now 
down to perhaps 3% and fears he may 
have to start dipping into principal to 
maintain himself, the single premium an- 
nuity offers great advantages. From a 
tax savings standpoint it is a real op- 
portunity. For approximately $15,800 a 
man age 65 can buv $1,200 life-time 
annual income and the satisfaction of 
knowing he never can outlive his income. 


Useful to Wealthy Man 


Life insurance also is unique in the 
service it can perform for the wealthy 
man who now is facing the problems of 
high income and estate taxes and low 
investment returns. Many of these per- 
haps are contributing to support of 
grown up sons and daughters. Any of 
these who is giving $2,500 to each of 
two children and is in the 50% income 
tax bracket must earn $10,000 gross to 
have $5,000 left to pass on to the chil- 
dren. If he is able to average 4% re- 
turn after management expenses, which 
Mr. Hastie said would be exceptional, he 
would require virtually the entire income 
from $120,000 of his estate to pass $2,400 
net annually to a child. Also at his 
death it is conceivable, Mr. Hastie said, 
that the upper $60,000 on a net estate 
of $310,000 would be subject to total 
shrinkage of about $25,000 due to the 
estate tax which is 32% and his admin- 
istration, leaving only $39,000 for heirs. 

He recommended taking the upper 
$70,344 of this man’s estate and purchas- 
ing for his child a single premium life 
annuity at age 35 which would provide a 
life-time annuity of $2,400 yearly. Since 
the upper $70,000 is subject to 32% es- 
tate tax plus administration cost of 10% 
he actually pays only $43,000 for this 
$2,400 a year annuity income. If he has 
made no prior gift the first $30,000 plus 
$3,000 annual exclusion would not be 
subject to gift tax and the tax upon the 
remainder would be nominal. The child 
would report only 3% of the cost for 
federal income taxes for many years. 
This annuity idea is splendid also for a 
wife, aged mother or father, or invalid 
son or daughter, providing cash for any- 
one unable to manage money, with sub- 
stantial tax savings and certain, safe 
life-long income. 

A golden opportunity awaits agents in 
cultivating the field of juvenile insur- 
ance, Howes, manager of Berk- 
shire Life said. Parents are keenly in- 
terested in the possibilities of assuring 
their children an education by this pol- 
icy, and also by the results shown by 
these contracts bought at a tender age 
and carried for a long period of years. 
If the contract is taken at age 10 the 
lad will be able to get approximately 
2%4 times the amount of income that a 
man age 35 could get from a given pre- 
mium, Mr. Howes said. A retirement in- 
come contract can be used but other 
contracts such as 20 payment life also 
show excellent results. 

Mr. Howes urged that agents not la- 
bor under the misapprehension that 
juvenile insurance means the selling of 
small policies, because that is not nec- 
essarily so. He said he has seen appli- 
cations as high as $50,000 on children 
under 10 years. 





Union Mutual Life—Paid business for 
the first two months showed a 20% 
gain. 
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In its argument against continuing 
the $40,000 specific exclusion of life in- 
surance proceeds from the estate taxa- 
tion, the Treasury held that insurance 
should be treated like other property. 
However, the Treasury has not been 
consistent in its position in respect to 
insurance in its gift tax provisions. “If 
insurance should be treated like other 
property, in computing the gross es- 
tate, it should be subject to the same 
rules for devestment in connection with 
gilt tax and upon the payment of gift 
tax,” Mr. Witherspoon pointed out. “At 
least so much of the proceeds as repre- 
sent taxable value for gift tax purposes 
should be excluded from the taxable 
estate.” Mr. Witherspoon recommended 
that this discrimination be brought to 
the attention of Congress in the hope 
the internal revenue code may be amend- 
ed accordingly. 

Present rules regarding the transfer 
of renewal commission contracts aug- 
mented by U. S. Supreme Court de- 
cision in Helvering vs. Eubank, discrim- 
inate against contracts for renewal com- 
missions as compared with other types 
of contracts such as those covering 
patent rights, Mr. Witherspoon pointed 
out. The internal revenue code should 
be amended to eliminate this discrimina- 
tion and give to agents the same rights 
in respect to renewal commission con- 
tracts that they have and others have 
in connection with the disposition of 
other property. Such an amendment 
would correct the inequities of the En- 
right decision. 

The federal law and legislation com- 
mittee is also seeking an amendment to 
the revenue act of 1942 in regard to 
insurance acquired from a corporation 
for a consideration substantially equiva- 
lent to the premiums previously paid. 
In such a case insurance proceeds should 


receive the same exemption that is 
granted under the statute when the 
policy was originally taken for a re- 


lated beneficiary. 

Mr. Witherspoon also urged the re- 
moval of distinctions in cases in which a 
reversionary interest is reserved in an as- 
signment as contrasted with those in 
which the reversionary interest is a mere 
possibility by operation of law. Statutes 
should be so clarified that so-called re- 
versionary interest would not under any 
circumstances be treated as an “incident 
of ownership.” 

Efforts are being continued for the 
proposal to exclude from taxable estate 
proceeds of insurance earmarked for 
payment of estate taxes. 





PENSION TRUSTS 


The use of pension trust plans has 
become an accepted part of the national 
business economy. The clarification 
of regulations becomes increasingly im- 
portant, C. Preston Dawson, New Eng- 
land Mutual, New York, emphasized as 
chairman of the pension trust subcom- 
mittee. It should be possible to formu- 
late criteria for satisfactory plans to 
be easily understood and thus avoid 
speculation about approval which now 
deters many employers from initiating 
such plans, he pointed out. 

Uncertainties that have prevented 
some companies from writing contracts 
in furtherance of plans have deprived 
employes of the benefits which employ- 
ers would gladly have extended them had 
the employers and the insurance com- 
panies had the opportunity of proceeding 
with assurance that their objectives 
would be attained without incurring the 
dangers of severe penalties in the event 
of failure, Mr. Dawson declared. 

The commissioner of internal revenue 
has indicated that a large percentage of 
the pension plans which have been sub- 
mitted have been faulty. “This is de- 
plorable for it retards favorable action 
on proper cases. Greater understanding 
of the law and regulations on the part 
of life underwriters, lawyers and trust 
officers, combined with greater care in 





the design and draftsmanship of their 
plans, is much to be desired.” 

A new formula for computing the 
insurance cost for tax purposes has been 
filed with the internal revenue bureau 
but no decision has been rendered. Con- 
ferences regarding the interpretation of 
the law and regulations which were sus- 
pended last fall are now being renewed. 
The internal revenue bureau has asked 
that underwriters and others to refer in- 
quiries in regard to pension plans to 
home offices, the Life Presidents Associa- 
tion, American Life Convention or to 
the National association in order to re- 
lieve the strain on the bureau in Wash- 
ington. 


MEMBERSHIP AT PEAK 








As of March 9 total paid membership 
in the National association was 23,899, 
an all time high for this date, Clarence 
W. Wyatt, John Hancock Mutual, Bos- 
ton, membership committee chairman 
announced. The present high standing 
is due to early renewals and consider- 
able work must be done in securing new 
members to attain the 35,000 member- 
ship goal. The “Renew in December” 
drive was a success, renewals on over 
one-third of the active membership be- 
ing reported by Jan. 10. 

General agents and managers associa- 
tions are becoming increasingly active 
in the study of agents’ compensation, 
Clancy D. Connell, Provident Mutual, 
New York, chairman of that committee 
reported. Both the New York City and 
Los Angeles managers’ groups have 
analyzed the subject thoroughly. The 
New York managers will bring the sub- 
ject up to date at their meeting at Sara- 
toga Springs, March 29-30. 

In pointing to the continued progress 
by companies in the adoption of retire- 
ment and service plans, Mr. Connell 
said more and more attention is being 
given to proper rewards for career men 
producing a satisfactory volume of 
quality business. 

Fourteen regional conferences have 
been held since last fall attended by rep- 
resentatives of 198 local associations 
representing 18,911 members, Ralph W. 
Hoyer, John Hancock Mutual, Colum- 
bus, O., chairman committee on local 
association administration reported. 
Members of the speakers bureau, in- 
cluding officers have visited 156 local 
associations in 32 states so far this year. 

Promotion of high school courses is 
now a major activity in Pennsylvania, 
California and New York associations, 
Roy Ray Roberts, State Mutual, Los 
Angeles, reported as information com- 
mittee chairman. 


Problems of Integration 


There are approximately 100,000 full- 

time life agents in the U. S., about 
evenly divided between ordinary and in- 
dustrial, according to John D. Moyna- 
han, Metropolitan Life, Berwyn, IIl., 
chairman of the committee on integra- 
tion. Present association membership 
includes approximately 18,000 ordinary 
and 12,000 industrial men. More atten- 
tion to the needs of the average pro- 
ducer is imperative to interest non- 
members and those members whose in- 
terest is lagging, Mr. Moynahan 
pointed out. To be useful to a greater 
number of agents stress should be 
placed on the problems of men who sell 
average sized policies to average pros- 
pects, he said. 
The National association is in a 
strong cash position with a $16,062 in- 
crease in membership income for the 
seven months ending Jan. 31, and with 
a $10,787 gain advertising in “Life As- 
sociation News,” Walter E. Barton, 
Union Central Life, treasurer, reported. 
Gross income for the seven months to- 
taled $66,012, a $10,000 gain. 

Revival of interest in life insurance 
trusts in the post- war period was pre- 
dicted by Paul H. Dunnavan, Canada 
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Steneneines sins 


Union Issue in St. Louis 


W. P. Webb, trial examiner for the 
National Labor Relations Board, has 
issued an intermediate report on the 
matter of Metropolitan Life and United 
Office of Professional Workers of 
America CIO, Local 40 (St. Louis) in 
which he recommends that Metropoli- 
tan shall cease and desist from inter- 
fering with, restraining, or coercing its 
employes in the exercise of the rights 
to self organization, etc., and Metro- 
politan is directed to post notice that 
it will not engage in such conduct in 
district offices in St. Louis and Clay- 
ton, Mo. 

One of the principal issues in this case 
centered about the presence of certain 
Metropolitan managers and supervisors 
at the Roosevelt Hotel, St. Louis, the 
evening of June 30, 1943, where a union 
organization meeting was being held. 
Metropolitan contended that these man- 
agers and supervisory employes went 
to the union meeting because they were 
personally “invited” to do so by virtue 
of having received a copy of the union 


handbill advertising the meeting. Ex- 
aminer Webb, however, finds that this 
contention is without merit. Webb 


states that the union publicity commit- 
tee, composed of Prudential agents, se- 
cured a list of all employes of Metro- 
politan Life in the district including the 
managers and other supervisory em- 
ployes and that the handbills were 
passed out to Metropolitan employes in- 
discriminately. Webb stated that the 
distributors of the handbills could not 
distinguish between agents and _ super- 
visory employes. The handbill, he said, 
was captioned “Industrial Insurance 
Agents News” and related solely to 
‘agents. ” Webb stated that the term 
“agent” does not include managers, as- 
sistant managers or other supervisors. 





Four Occidental Millionaires 

Four agents of Occidental Life of 
California passed the million dollar 
mark last year: Jefferson Leroy, who 
led in volume, is a member of the home 
office agency and 1943 was his first full 
year in the business. He specializes in 
business insurance and pension plans. 


Frank J. Longo, home office agency, 
three-time president of the Los Con- 
quistadores Club, was second, followed 


by Robert C. Fyke, home office agency, 
and Louis Rotenberg, Montreal. 





Life, Minneapolis, chairman of the 
committee on cooperation with trust of- 
ficers. He urged that as many life in- 
surance trust councils as possible be or- 
ganized in anticipation of this trend. 
Plans for a joint speakers’ bureau are 
under way. 

General agents and managers associa- 
tions are cooperating closer with local 
life underwriter groups, Chairman 
Steacy E. Webster, Provident Mutual, 
Pittsburgh, reported. The holding of 
two prestige building meetings each 
year by local managers’ groups is be- 
ing stressed, one for representatives of 
the press and the other for college and 
high school teachers. 

With the formation of a new state 
association in Louisiana and the build- 
ing of a number of successful state con- 
ferences, considerable progress was re- 
ported for the committee on state and 
regional associations by Chairman Philip 
B. Hobbs, Equitable Society, Chicago. 
The committee has assumed the func- 
tions of the old committee on state law 
and legislation. Mr. Hobbs emphasized 





the need for the associations to main- 
tain close contact with state insurance 
departments as a move toward strength- 
supervision, 
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iit now by long 
dark years of bitter con- 
flict but ever stronger in 
the faith and determination 
which will lead us to victorious 
peace, we know the time will 
come when mankind will turn to 
the task of building a new world on the ruins 
of the old. When that time comes, it is sure 
that one undying word—“CO-OPERATION” 
—will take on new strength and purpose, 







Nation and nation, neighbour and neighbour, 
employer and employee — all will be inspired 
to work together for the common good and the 
security of all. 


CO-OPERATION is not a new word .. . For generations 
it has been identified with the basic principles and purpose 
of Life Assurance which has made possible the sure pro- 
tection of millions of our citizens on this North American 
continent. For generations, Canada’s leading life company 
has demonstrated that CO-OPERATION is the password 
to a better way of life. 
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a life insurance company distinguished by 


sinese 1 


the character and ability of the men and 
women comprising its field organization... 


and by the integrity of its management. 
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Fewer Men... 
More Business 


In 1943, due largely to 
th 


going into the armed 


stream of our men 


services, we had 700 
fewer men working... 
but we had a record 
which was, in many 
respects, the best in our 


history. 
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THE ATNA LIFE AFFILIATED COMPANIES 


Hartford, Connecticut December 31, 1943 Morgan B. Brainard, President 
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The annual statements of the 7Etna Life Insurance Company and its three affiliates, 
the 7Etna Casualty and Surety Company, the Automobile Insurance Company and 
the Standard Fire Insurance Company, here presented in condensed form, assure 
lasting and dependable security to each and every policyholder. Throughout these 
years, in peace and in war, in depressions and in prosperity, this all- protecting insur- 
ance institution has staunchly upheld its reputation for prompt and fair claim Set- 
tlements in all of the great fields of insurance—Life, Casualty, Fire and Marine. 





-¢CONDENSED STATEMENTS}- 


94th Annual Statement of The Atna Life Insurance Company 


Capital $15,000,000.00 
ASSETS ‘LIABILITIES Surplus 34,479,030.30 


$940,372,841.97 $890,893,831.67 
Surplus to policyholders $49,479,030.30 


37th Annual Statement of The Atna Casualty and Surety Company 


Capital $3,000,000.00 
“ASSETS LIABILITIES Surplus $25,098,436.06 


$100,061,975.00 $71,963,338.94 <aceaessnmenmenasanae 
‘ Surplus to policyholders $28,098,436.06 


3ist Annual Statement of The Automobile Insurance Company 


Capital $5,000,000.00 
ASSETS LIABILITIES Surplus 10,710,870.27 


$36;453,860:33 $20,742,990.26 
Surplus to policyholders $15,710,870.27 


34th Annual Statement of The Standard Fire Insurance Company 


Capital $1,000,000.00 
ASSETS LIABILITIES Surplus 2,272,221.50 


$7,304,932.89 $4,032,711.39 
Surplus to policyholders $3,272,221.50 


Total premium income—all companies—1943 $224,410,228.28 
Paid to or for policyholders since organization 2,278, 111,551.81 
Life insurance in force December 31, 1943 5,867,882,586.00 
Increase in life insurance in force during 1943 637,354,932.00 





The Etna Life Affiliated Companies write practically every form of insurance and bonding protection 











